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EVERETT W. SCALES 


Everett Scales taught 
school for 22 years... 
the last five he served as 
Assistant Principal of 
Crown Point High School 
(Crown Point, Ind. 
Population 4,643) 
Started full time with 
Franklin on June 1, 1951. 
no previous sales 
experience. 
100 sales (June 1-Dec. 31) 
.- all but 17 were on 
Franklin exclusives . . 
all but 5 were cash with 
app. 
Earnings (7 months) 
$11,500. 


$11,500 the first seven months 
»+eNO previous experience 


January 29, 1952 


Mr. Francis J. O’Brien 

Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 

“Shall I or shall I not?” A year ago I was trying to decide 
whether I should leave the teaching profession for life insur- 
ance work. Your statement to me that my teaching salary of 
$4,600 would be considered “peanuts” in the Franklin organi- 
zation was an important factor in my decision to make the 
change. A three-month trial run in the summer of 1950, when 
with no previous selling or insurance experience my earnings 
averaged $1,000 per month, bore out this statement. 

On June 1, 1951, I started full time with Franklin. My 
earnings from first-year commissions for the remaining seven 
months of the year approximated $11,500. Our exclusive 
noncompetitive PPIP and JISP contracts are my “stock-in- 
trade.” The setting up of several partnership agreements 
and a salary savings plan have added spice to my selling 
experience. 

Producing at an even lower rate than at present, my 
renewals in six years will provide for me and my family a 
much better retirement income than I would receive from 
thirty years in public school work. I find, too, a wonderful 
opportunity to help others, which is in keeping with my pro- 
fessional training. 

The fine cooperation and help of President Becker, your- 
self, Wayne Messmore, who gave me “my chance,” and the 
entire Franklin Life Insurance Company, make me proud to 
be associated with you. You can understand my enthusiasm 
for the friendly Franklin organization and the opportunitie- 
it offers individuals such as myself. 


Sincerely yours, 
Everett W. Scales 


An agent cannot long travel at a faster gait than the company he represents. 


CHAS, E. BECKER, PRESIDENT 


INSURANCE 

COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over A Billion Dollars Of Jasurance Jn Force 
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in Earl S’s life 


but his wife’s not 
the least bit jealous 


He claims he’s no ladies’ man... But the many women in Earl S’s 
life would put a “great lover” of the screen to shame! 


And his loyal little wife thinks it’s just swell! She’s actually 
proud of the women in his life... 


HIS FAVORITE BLONDE: — six year old Mary Jean Grey, whose 
future is secure because of Earl’s advice to her late father, two 
years ago. 


HIS FAVORITE BRUNETTE: —Joan Mitchell, who’s attending col- ‘ 
lege on an Equitable Education policy. 


AND HIS FAVORITE SILVER-HAIRED BELLE:— Mrs. Bloxham, who 
will never have to appeal to charity, because of Earl’s efforts 
in her behalf. 


The women in Earl’s life are the wives or daughters of far- 
sighted men who recognized the value of Earl’s advice...who 
knew they could trust him to put their interests first. And this 
same confidence in him as a representative of The Equitable 
Life Assurance Society has spread through his community to 
make Earl one of its most respected citizens. 





One of a series of advertisements illustrating how a THOMAS |. PARKINSON, President 
representative of The Equitable Life Assurance Society : i 
serves his community by selling life insurance. 393 Seventh Avenue, NewYork I, N.Y. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files of the Federal Bureau of Investigation ... another public-service 
contribution sponsored in his community by the Equitable Society Representative. EVERY FRIDAY NIGHT, ABC NETWORK 





i Se 
THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National U nderwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 56th year 
No. 10, Friday, March 7, 1952. $5.00. per year (Canada $6.00). 20 cents per copy. Entered as second class matter June 9, 1900, at the post office at Chicago, Ill., under Act of March 3, 1879. 
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Companies’ Replies 
to Patman Queries 
Are Summarized 


Would Like 20-40 Year 
U. S. Bond at Competitive 
Interest Rate 


WASHINGTON—Should the Treas- 
ury have to borrow substantially in the 
foreseeable future and wish to market 
some of its securities with life com- 
panies, the companies should be offered 
a bond with a maturity of from 20 to 
40 years and an interest rate fully com- 
petitive under market conditions exist- 
ing at time of issue. 

This is the consensus of 38 life com- 
pany executives who answered a ques- 
tionnaire circulated by Patman of Texas 
as chairman of the subcommittee on 
general credit control and debt manage- 
men of the joint congressional commit- 
tee on the economic report. 

Patman has made public an over-all 
report based on questionnaires sent to 
life companies and others interested in 
the fields of monetary control and pub- 
lic debt management as to the respec- 
tive roles of the Treasury and federal 
reserve system in these fields. The re- 
port included a summary of answers by 
life insurance executives, the summary 
having been prepared by Dr. James J. 
O'Leary, director of investment research 
of the Life Insurance Assn. of America, 
in cooperation with the staff of Patman’s 
subcommittee. 


Objectives of Companies 


Virtually all the executives who re- 
plied pointed out that, as trustees of 
policyholders’ funds, the primary ob- 
jective of their policy with respect to 
all their investments, is to earn the high- 
est possible rate of return consistent 
with safety of principal and at least 
meet interest assumptions; that the 
higher the rate of return, the lower the 
net cost to policyholders — important, 
since the life insurance business is 
highly competitive on a net cost basis. 

he executives indicated that any 
bond to be offered the life companies 
should be fully marketable. Several 
specified that it should be ineligible for 
purchase by commercial banks. 

The executives also were asked by 
Patman to describe the policy of their 
individual companies as to portfolio 
changes (a) from the end of the second 
war to June 1950, and (b) since the 
Korean situation started. 

In their replies on all three questions, 
the executives set forth some _ basic 
factors in determining their investment 
policies. 


Aim to Help Economy 


_Many indicated that an important 
aim is to help the national economy’s 
capital requirements as they develop. 
Life companies during the second war 
invested heavily in government bonds to 
aid war financing. Then, in the post- 
War period funds moved on to meet 
the needs of the private sectors of the 
economy. Thus, life insurance funds 
aided the reconversion of industry from 
War to peacetime production and later 
contributed to the expansion of in- 
dustrial capacity as an offset to inflation. 
As the postwar demand for housing 
facilities developed, the companies help- 
(CONTINUED FROM PAGE 23) 
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Condon Section 213 
Bill Reported Out 
in Both N. Y. Houses 


ALBANY—The Condon bill to effect 
limited changes in section 213, the ex- 
pense limitation provision of the New 
York insurance law, has been amended 
to place the training allowance provision 
and the 5% extra overriding commis- 
sion to general agents outside the com- 
pany expense limit, and has been re- 
ported out by the senate and assembly 





ALBANY — With the legislature 
scheduled to adjourn March 15, ob- 
viously the wisest course for all con- 
cerned would be to put off any revision 
of section 213 for another year. This 
could be done by shelving the Condon 
bill referred to in this article and pass- 
ing the so-called short form Condon 
bill, already introduced, which would 
merely extend the 1948 emergency pro- 
visions which expire this year. However, 
the extension should be for only another 
year, not 1956 as in the bill, thereby 
assuring that a full scale revision would 
be undertaken in 1953. 





insurance committees. However, the 
amendment makes it necessary to have 
the bills reprinted, which will delay ac- 
tion on the floor. 

The amendment would help some of 
the companies that are so close to the 
company expense limit that they would 
not be able to take advantage of the ex- 
tra overriding and the training allow- 
ance if it had to be subject to the 
company limit. 


Amend Tax Regulations 

WASHINGTON — Implement- 
ing provisions of the revenue act of 
1951 for a new forumla for taxing life 
insurance companies, the internal 
revenue bureau has issued, with ap- 
proval of Acting Secretary of the Treas- 
ury Foley, a decision amending regula- 
tions 111 and 130 to conform with those 
provisions. 








Late News 





Joe D. Morse, president of Home 
State Life of Oklahoma City, for 23 
years, has taken the new post of chair- 
man and is succeeded as president by 
his son, Norman A. Morse. Other 
changes moved Lawrence L. Hoecker 
to executive vice-president and secretary 
and W. G. Johnston to vice-president 
and treasurer. 


T. B. Harrison has resigned as vice- 
president in charge of agencies for 
Volunteer State Life to become super- 
intendent of western agencies of Pilot 
Life at Jackson, Miss. 


Robert W. Carney and Ray Neary, 
general insurance agents, have been 
named general agents of Central Stand- 
ard Life at Benton Harbor, Mich. 


A. Walton Litz, has resigned as 
agency vice-president of Pyramid Life 
of Arkansas. His future plans are un- 
announced. 


Republic National Life will close its 
group office at Chicago and concentrate 
its group operations in the southwest. 


Aetna Life has advanced Robert V. 
McWilliams, assistant general agent at 
New York, to associate general agent. 


James M. Kleifgen has been named 
general agent at Indianapolis for Mid- 
western United Life. 


Seek Clarification 


of Pension Trusts 
Under WSB Rules 


_WASHINGTON—It is assumed by 
life insurance people that individual pen- 
sion trust policies and group permanent 
plans are covered by general wage 
regulation 21, but the question is 
whether or not they will be subject to 
case-by-case approval of the wage board 
or to the provisions for automatic regu- 


lation. At this writing, the answer is, 


not known, but Eugene M. Thoré, gen- 
eral counsel of Life Insurance Assn. 
of America and Nathaniel Seefurth, 
Northwestern Mutual, Chicago, repre- 
senting National Assn. of Life Under- 
writers, were in conference with WSB 
members on this question. 





Taylor Discusses 
Tanker Transactions 


Charles G. Taylor, president of Met- 
ropolitan, has explained in a letter to 
a group of policyholders the loan of 
his company to purchase oil tankers in 
transactions which have come up for 
investigation to a senate committee. 
His company loaned $9,750,000 on five 
oil tankers chartered to a Standard Oil 
of New Jersey subsidiary. 

Mr. Taylor wrote his letter in reply 
to a letter of John J. Lamula, who rep- 
resented himself as chairman of a newly 
formed Metropolitan Policyholders Pro- 
tective League, a group of 100 policy- 
holders of the company. Mr. Lamuia 
had said that the league was concerned 
“about the secret manipulations behind 
the scenes for this fast and loose loan 
of policyholders’ money in a speculative 
venture” and also whether the loan was 
“made in violation of the New York 
law governing insurance company in- 
vestments.” 

Mr. Taylor’s letter read: 

“The loan of Metropolitan Life In- 
surance Co. on the tankers about which 
you inquire was made in the ordinary 
course of business, primarily on the 
security of a charter of these boats to 
a subsidiary of Standard Oil Co. of 
New Jersey. The charter hire was more 
than sufficient to pay interest and 
principal on the loan and was assigned 
to Metropolitan for security for the 
loan and that Standard Oil Co. of New 
Jersey guaranteed the charter of its 
subsidiary. The interest on this loan 
was regularly paid and the principal 
amount has been paid in full to the 
company. 

“Metropolitan had no _ connection 
whatever with the transaction other 
than to make the loan on the security 
of the charter above referred to. The 
legal phases of the transaction were ap- 
proved by our own counsel as well 
as by competent outside counsel. 

“The loan was strictly in compliance 
with the insurance laws of the state of 
Now York and the company has been 
the subject of a regular examination by 
the New York state insurance depart- 
ment since the loan was made. Another 
regular examination is now in progress 
and the examiners of the department 
have been given a complete memoran- 
dum in regard to this transaction. 

“We have made other loans on tank- 
ers chartered to responsible oil com- 
panies. Our business with these com- 
panies is confidential and we are not 
at liberty to give you a list of these 
loans. However, these transactions are 
all subject to review of the New York 
state insurance department which re- 
ceives the minutes of the finance and 
investment committee authorizing all 
loans made by this company.” 


Eye PlanforU.S. 
fo Assume War Risk 
in Sales to G.l.s 


Thore Discloses ALC-LIA 
Study: Would Avert Evils 
Inherent in Kilday Bill 


WASHINGTON — American Life 


Assn. 


Convention and Life Insurance 
of America staffs 
are studying the 
feasibility of pri- 
vate life compan- 
ies’ writing insur- 
ance on_ service- 
men, with the war 
risk underwritten 
by the government, 
Eugene M. Thoré, 
general counsel of 
L.I.A., disclosed 
here at a meeting 
of the Middle At- 





lantic Actuarial 
Club. 
Such a plan, he E. M. Thoré 


indicated, would cut most of the ground 
from under the proponents of the Kil- 
day bill, aimed at piling another sys- 
tem of servicemen’s benefits on top 
of already sizable programs. Though 
ostensibly self-sustaining, the Kilday 
proposal is actuarially inadequate, and 
would involve huge additional Treasury 
outlays. . 


Long Step Toward Statism 


_ The Kilday bill, Mr. Thoré warned, 
is actually such a long step in the 
direction of statism that the servicemen 
themselves should oppose it. 

“I see in the Kjlday bill an effort to 
capitalize on the fact that life companies 
in time of war use war clauses,” he 
said. “This temporary limitation on our 
otherwise unrestricted service is being 
used as a springboard to launch a big 
government insurance program.” 

The present government indemnities, 
he said, provide an adequate floor of 
protection and all that is needed is a 
system whereby private insurance will 
always be available to servicemen who 
want to supplement their government 
benefits. In peacetime such coverage is 
readily available. 


“It has been suggested that in time 
of war, private insurance could be is- 
sued to meet this need within reason- 
able limits under legislation which 
would provide government reinsurance 
of the net amount at risk if death re- 
sults from war causes,” he said. “Such 
a system could be optional both as to 
servicemen and the life insurance com- 
panies.” 

The Kilday bill has been reported 
by a subcommittee to the full committee 
of the House armed services committee 
and may be called up for hearing short- 
ly, said Mr. Thoré, in which event it 
will be opposed by an A.L.C.-L.I.A. 
witness and witnesses representing Na- 
tional Assn. of Life Underwriters and 
U. S. Chamber of Commerce. 

Mr. Thoré warned that, assuming a 
long “cold war,’ a government in- 
surance program providing large cov- 
erages for servicemen would remove 
the group from the private insurance 
market and undoubtedly stimulate 
other groups to demand similar treat- 
ment. It would, if unduly generous, “un- 
questionably exert upward pressure on 
benefits under social security and other 
government programs,” he said. 
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Time to Assess 


Group A. & H. 


Business, Miller Warns 


The group A. & H. boom will con- 
tinue, perhaps reaching $1 billion in 
1952, Morton D. Miller, assistant actu- 
ary of Equitable Society, said at the 
Bureau of A. & H. Underwriters’ semi- 
nar at New York. 

However, premiums have been pared 
down. Claims under hospital and sur- 
gical expense benefits have been mount- 
ing and this trend continues. Weekly 
indemnity claims may be rising. The 
rapid growth of the business has made 
it difficult to accumulate adequate sur- 
plus funds. 

It is a good time, he said, for all to 
take stock of group A. & H. operations. 


Why Losses Are Rising 


Mr. Miller presented several reasons 
for rising experience trends, though he 
noted that much less information is 
available concerning’ operations in this 
field than might be supposed or than 
should be the case. 

Ratios of claims to premiums are af- 
fected as much by reducing premium 
levels as by increasing claim payments. 
Since 1945, there has been a continuous 
assault on premium rates, both weekly 
indemnity and hospital-surgical expense 
benefits. Weekly indemnity rates were 
reduced materially in 1948 with passage 
of the New Jersey cash sickness law and 
were applied to California unemployment 
compensation disability benefits at the 
same time. Two years later they were 
applied to New York disability benefits. 
Employe hospital expense rates were re- 
duced in 1950, with adoption of rates on 
a lower basis for plans with benefits 
on a reimbursement rather than a fixed 
benefit or indemnity basis. Employe 
surgical benefits rates were reduced in 
1948 with adoption of a new surgical 
schedule. Dependent surgical expense 
premium rates were reduced in 1945, 
1946 and, with the adoption of the new 
surgical schedule, again in 1948. Early 
in 1950 an over-all reduction factor was 
introduced giving advance recognition to 
savings in expenses under larger cases. 
The premiums for group accident and 
health benefits combined for dividend 
purposes were reduced from 1% to 15%, 
depending on the size of the group. 


Liberalization’s Effect 


There has been the gradual liberaliza- 
tion of administrative provisions and 
claims practices in the hospital and sur- 
gical expense field, including reduction 
in the minimum number of hours hos- 
pital confinement required, broadening of 
the age limits for the coverage of de- 
pendent children, practice of reimburse- 
ment for anesthesia charges made by 
physicians under hospital expense plans 
where sufficient extra charges allow- 
ance remains, increasing recognition of 
out-patient and minor surgical claims, 
payment of benefits on the recommenda- 
tion of or for the charges rendered by 
non-medical practitioners such as chiro- 
practors, and the increased recognition 
of surgical procedures in the shadowy 
area between dentistry and medicine. 

Liberalizations like these were made 
without increasing premium rates. They 
are in effect further premium reductions. 
They have increased the claim load 
gradually. No one liberalization ac- 
counts for much in itself. It is easy to 
fall into the trap of thinking they can 
continue to be made, but sooner or later 
the cumulative effect must be felt. 


Effect of Morbidity Level 


The level of morbidity among the in- 
sured population affects loss ratios. It 
is independent of the premium rates and 
is measured by comparing claims with 
the number of persons or the amounts 
of benefits exposed to risk. The most 
recent information available is that con- 
tained in the 1951 report of the inter- 
company studies of the group mortality 
and morbidity committee of Society of 
Actuaries, which is in process of publi- 
cation. The trend of claim costs per unit 


of benefit for policy years ending in 
1947 through 1950, according to this 
study, shows weekly indemnity experi- 
ence actually improved continuously 
from policy years ending in 1947 to 
those ending in 1950. But hospital and 
surgical coverages, both employe and 
dependent, increased in claim cost. Lib- 
eralizations of benefits and claim prac- 
tices are reflected under these coverages 
as well as increased use of hospitals and 
surgeons. Hospital stays have become 
shorter, but since hospital bed occu- 
pancy remains high, this has been more 
than offset by increased frequency of 
confinement and the added proportion of 
the claim dollar going to pay hospital 
éharges other than room and board. 


Trustee, Association Cases 


Changes in underwriting brought 
about by the introduction of trustee and 
association type groups have presented 
many new problems and their experience 
may be somewhat different from that 
of the regular employer-employe groups. 
The influence of collective bargaining on 
the character of the insured group, ex- 
tending after issue to the administration 
of policy provisions and claims, is not 
too well established, but could have a 
material effect on what is becoming an 
ever mounting proportion of the busi- 
ness. 

The very presence of insurance tends 
to increase costs, he said. People be- 
come hospitalized because insurance is 
provided in the event of hospital con- 
finement, which would not otherwise be 
available. This is true, for example, when 
a series of diagnostic x-rays or labora- 
tory examinations may be needed. In 
many instances elective surgery is per- 


formed where the operations would not 
have taken place had there been no sur- 
gical insurance. 

Along with the tremendous growth 
of hospital and surgical insurance has 
come an increased awareness of the 
amount and scope of benefits, by the in- 
sured public, by the medical profession, 
hospitals and related groups. In the 
broadest sense, a re-orientation of medi- 
cal economics is coming about through 
the spread of insurance, which continues 
to add to insurance costs. 

A substantial number of persons who 
are covered by an insured plan also 
carry Blue Cross hospitalization insur- 
ance. There is also duplication with 
Blue Shield surgical or medical insur- 
ance, but to a lesser extent. Since double 
coverage usually means over-insurance, 
this is a problem which will probably 
merit increased attention in the future. 


Inflation a Big Factor 


Inflation is a new and important fac- 
tor affecting hospital and medical ex- 
pense insurance operations more every 
day. When benefits were limited to a 
modest daily benefit for room and board 
and a five times allowance for other hos- 
pital charges, inflation was no problem 
for the insurer. Insured paid the addi- 
tional costs as charges went up. 

But plans have gradually been broad- 
ened so that insurers freely write plans 
providing 20 times daily room and board 
benefit for hospital extra charges. Many 
companies will underwrite plans with 
even greater benefits. Some are going 
so far as to provide unlimited coverage 
for extra hospital charges and are even 
undertaking to remove the daily room 
and board limit and to provide semi- 
private room benefits. Claim costs under 
these plans, entirely apart from any ten- 
dency such plans may have to increase 
utilization, increase directly as inflation 
pushes up the level of charges. 

Stipulated limits in the schedule pro- 

(CONTINUED ON PAGE 23) 


Our Ordinary Agency Department is off to 
a splendid start in 1952. The percentages set 
forth below compare the first two months of 
the current year with the same period of 1951. 


217% 


New all-time highs both for January and for 
February were established in each of the three 


categories. 


Our congratulations to the fieldmen of the 
Ordinary Agency Department. 


INSURANCE IN FORCE, February 1, 1952 — $543,289,909 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 


The Doorway to Security 


> ——_ 





1951 Looked Good 
to Another Group 


of Life Companies 


COLUMBIAN NATIONAL 


Life, A. & H. and group premium, 
hit new highs during 1951 for Colum. 
bian National Life. The group rise Was 
359%, A. & H. gain was 15% and life 
premium were up 11%. More than $59. 
915,000 in life insurance was paid for 
bringing the total in force to $385,493! 
000. Assets exceeded $95,757,000. Sy. 
iplus to policyholders was $9,880,409 
The net yield on investments in 195; 
was 3.19% compared to 3.15% in the 
preceding year. The company expects 
to pass the $400 million figure of life 
insurance in force and $100 million jp 
assets by its 50th anniversary in June 


JEFFERSON NATIONAL 


Life premiums of Jefferson National 
of Indianapolis gained 13.4% during 
1951 and premium gained 
17.6%. Life premiums amounted to $1. 
993,365 and A. & H. premiums to $630, 
200. Life insurance in force, excluding 
group, increased 11.2% to $73,363,961 
Assets rose 16.3% to $8,399,274. The 
amount paid to policyholders and bene. 
ficiaries rose 12.5% and in 1951 
amounted to $880,164. There was an 
11.2% gain in the number of life policy- 
holders. The average policy in force 
amounted to $3,527 as compared to 
$3,554 in 1950. Assets totaled $8,399. 
274. Surplus to policyholders was $1, 
722,036. Income was $3,092,596. The net 
yield on investments in 1951 was 3.03% 
compared to 2.85% the previous year, 


LIFE OF VIRGINIA 


_ Life of Virginia reported the largest 
increase in assets in history with a 
gain of $20,631,568, bringing the total 
to $277,956,902. Insurance in force in- 
creased $91,224,668, to a total of $1, 
369,042,580. ‘Surplus to policyholders 
was $29,906,554, an increase of $1,163- 
794 during 1951. Mortgage loans grew 
from $92 million to $106 million. Pay- 
ments to policyholders and _ beneficiaries 
during the year exceeded $10 million. 
There was $93,406 paid out in Korean 
war deaths. 


NO. AMERICAN REASSURANCE 


North American Reassurance had life 
reinsurance in force of $484,528,100 at 
the end of 1951. Assets totaled $37,685,- 
721. Capital was $2 million and surplus 
was $6,052,813. The reserve for the 
reduction of the tabular interest rate 
was $1 million and surplus to policy- 
holders stood at $9,052,813. Among as- 
sets, the company had $34,399,870 in 
bonds with $31,118,000 U. S. govern- 
ments. There was a total of $1,478,208 
in stocks, of which total $547,150 were 
industrial preferred. 





Prudential Advertising in 
Strike Equal to 729 Pages 


Prudential ran about 1,750,000 agate 
lines of advertising during the recent 
81-day strike of industrial agents, ac- 
cording to computations made by Ad- 
vertising Age. This is the equivalent of 
5,800 columns or 729 pages in a stand- 
ard size newspaper. In addition, radio 
spot announcements were used in 13 
cities for six days. 

Prudential’s advertising agency, 
Calkins, Holden, Carlock, McClinton & 
Smith, could not verify the space figure 
but believed it to be reasonably close. 





Guardian Life Conference 


Guardian Life recently held a four- 
day training conference for 12 fiel 
representatives at the home office. The 
conference covered all phases of field 
work from prospecting to estate plan- 
ning. 
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CONKLIN CITES FIGURES 


Insurance Far Down List 
in Big-Company Dominance 


Concentration of assets in the largest 
life companies is no greater than for 
industry generally 
and the trend in 
the insurance busi- 
ness thas been to- 
ward a lesser 
concentration of as- 
sets over a long 
period of time, 
George T. Conklin, 
Jr, 2nd_ vice-presi- 
dent of Guardian 
Life, states in an 
article, “Institu- 
tional Size — Life 
Insurance,” appear- 
ing in the winter 
issue of Duke Uni- 
versity law school’s Law and Contem- 
porary Problems. The issue is devoted 
to a symposium on institutional invest- 
ments. 

Mr. Conklin not only marshals facts 
and figures to support the above conclu- 
sions but also such statements as: The 
insurance industry is not monopolistic 
in character but is marked by freedom 
of entry and active competition; there 
is no evidence available, either empirical 
or theoretical, that the large life com- 
panies have reached a size which neces- 
sarily leads to higher costs and lower 
efficiency; there is no evidence available 
that the life companies wield substantial 
economic power; over the last 20 years 
life insurance has lagged behind the rest 
of the economy, so that far from the 
industry having grown to too great a 
size, considerably greater insurance pro- 
tection is needed than now exists. 





G. T. Conklin, Jr. 


Role of Savings 


Mr. Conklin also points out that sav- 
ings in the economy have shown no long 
run tendency to rise as a percentage of 
income, that savings in the form of life 
insurance for the last two decades have 
shown no tendency to rise as a percen- 
tage of total savings, even though the 
life insurance business has shown a 
tremendous growth over the last 100 
years. 

Discussing the alleged enormous size 
and power concentrated in the few big- 
gest companies, Mr. Conklin says that 
actually there is no above-average con- 
centration in the life insurance business. 
A 1949 census bureau study showed for 
each of 452 manufacturing industries the 
percentage of each industry’s total ship- 
ments originatine in 1947 from the first 
four, the first eight, the first 20 and the 
first 50 companies in each field. 


Concentration Found Lower 


_ When the concentration in the life 
insurance business is compared with this 
study, it is found that the top four life 
companies showed a lower concentration 
than 206 of the 452 industries surveyed. 
Even more significant, between 1935, the 
date of an analogous study by another 
government agency, and 1947, the date 
of the census study, the share of the top 
life companies declined substantially 
from more than 50% to less than 40%. 
Another government study measuring 
the concentration of assets in 1947 in 26 
selected industries, shows that the assets 
distribution of the life insurance industry 
would be far down the list in compari- 
son with these 26 industries. 

This comparison shows that while 
the top life company had, in 1947, 164% 
of life insurance assets, it would rank 
only 21st among the 27 industries (the 
total being the 26 in the survey plus life 
insurance). The top two life companies, 
with 30.7% of the industry’s assets, 
would rank 20th among the 27 industries. 
The top three companies, with 39.3%, 
would rank 21st; top four companies, 
with 47.6%, 18th; top eight companies, 
with 63%, 13th among 20 industries; and 


the top 15 companies with 764%, 
seventh among 11 industries. 
As concrete examples, Mr. Conklin 


points out that the top three life com- 
panies in 1947 comprised approximately 
40% of the industry’s assets. This com- 
pares with 68.7% for the top three auto- 
mobile companies, 77.6% for the top 
three cigarette companies; 70.3% for the 
top three tire companies; 72.4% for the 
top three liquor companies; 92.1% for 
the top three linoleum companies, and 
88'4% for the top three copper com- 
panies. 


To show that the trend in concentra- 
tion of assets within the insurance busi- 
ness is downward, Mr. Conklin took the 
percentage of assets held by the first five 
companies in 1900 and compared them 
with subsequent dates. (The top five 
were not continuously the same.) In 
1900, the five largest life companies held 
63.4% of the industry’s total assets; by 
the first world war this percentage had 
dropped to 56.7%, by 1940 to 53.6% and 
by 1950 to 51.3%. In each of the last 
eight years this percentage has declined. 
The same is true of the three largest 
companies. In 1900 they had 51.2% of 
all assets and by 1950 only 39%. For the 
top 10 companies the percentage dropped 
from 79% to 66.9% in the 50 years. 


Mr. Conklin quotes Economist Sumner 
Slichter’s comments on the tendency to- 
ward concentration that is apparently 
inherent in the American way of life, 
whether it is unions, churches, suggestion 
systems, or manufacturers. In industry 
after industry a small percentage of 
companies will continue to produce one- 
half to nine-tenths of the goods sold. 

(CONTINUED ON PAGE 24) 


Small Companies’ 
Second Day Plans 


The second day, March 18, of the 
L.I.A.M.A. small companies spring con- 
ference will feature discussion sessions 
with the attending agency officers meet- 
ing in groups according to the size of 
their companies. 

The morning discussion will be on 
managerial development. The agency 
officers of the small companies them- 
selves chose the conference topics this 
year through a questionnaire. The after- 
noon discussions on current problems 
will take up the next most important 
subjects brought out by the poll. Three 
problems out of 10 listed most often 
will be selected for discussion by the 
groups. 

Roger Bourland, director of ordinary 
agencies Liberty Life, will preside at 
the morning section for companies over 
$100 million in force, with Lewis W. S. 
Chapman, director of company rela- 
tions L.I.A.M.A., as co-moderator. 

The discussion on managerial devel- 
opment for companies with less than 
$100 million in force will have Charles 
E. Gaines, vice-president and agency di- 
rector Great National Life, presiding 
and Frederic M. Peirce, associate di- 
rector, company relations, as co-mod- 
erator. 

Tuesday afternoon, when the groups 
will consider current problems, the 
larger company section will be led by 
Lyman C. Baldwin, vice-president Se- 
curity L. & H., assisted by H. Fred 
Monley, assistant director of the com- 
pany relations. 

Frank L. Whitbeck, Jr., vice-presi- 
dent and director of agencies Union 
Life of Little Rock, will preside at the 
smaller companies’ meeting, with Bur- 
kett W. Huey, assistant director com- 
pany relations. 

The program for the third day of 
the conference has not yet been an- 
nounced. 








human interest stories. 


to respect privacy. 


be seen. 





End to End 


Underwriters talking to prospects have found that the 
astronomical figures quoted in annual reports do not in- 
duce people to buy although they are favorably im- 
pressed with the solidity of the institution. Neither are 
they vitally interested in how far so many dollars would 
reach if laid end to end. What counts with a prospect is 
what life insurance can do for him personally. Under- 
writers, sensing this fact, try to talk in word pictures of 


Life insurance has done and is doing many useful and 
valuable things for people, and proof is all about us. 
You probably know families nearby that have been 
helped by the work of the institution—families that have 
been held together, children who have been educated, 
homes where life insurance prevented a break-up, and 
businesses kept off the rocks through the use of life in- 
surance money. These provide the word pictures which 
would interest anyone, even when preserving anonymity 


When production records are presented in terms of 
benefits rather than business issued the change will be 
for the better. Word pictures are all about us waiting to 


THE PENN MUTUAL LIFE INSURANCE CO. 

















Events Cram Busy 
Week af N.A.L.U. 
Chicago Midyear 


Advance Registrations 
Hint That Crowd 
Will Be Record 


The program has been completed for 
the midyear meeting of National Assn. 
of Life Underwriters at the Edgewater 
Beach Hotel, Chicago, March 17-20, ac- 
cording to Henry C. Hunken, Connec- 
ticut Mutual, Chicago, general chairman. 
Advance reservations for accommoda- 
tions indicate that a record number of 
state and local associations in all the 
sections of the country will be repre- 
sented. 

The four day schedule will open with 
an all day meeting of the N.A.L.U. 
trustees on Monday, March 17. On the 
morning of that day, the newly created 
General Agents and Managers Confer- 
ence of N.A.L.U. will hold committee 
meetings which will conclude with a 
luncheon at which Holgar J. Johnson, 
president of the Institute of Life Insur- 
ance will address the group on “Today’s 
Challenge to Field Management.” 

On Monday afternoon the General 
Agents and Managers Conference will 
convene for its management program 
and hear two agency heads speaking on 
the theme, “Top-flight Leaders Look at 
the Job of Field Management.” Open- 
ing the session will be Harold T. Dillon, 
National Life of Vermont, Atlanta, 
speaking on “Selection Through Voca- 
tional Guidance.” The closing speaker 
will be Earl M. Schwemm, manager 
Great-West Life, Chicago, who will dis- 
cuss “Raising the Sights of Our Men.” 
In the evening the general agents and 
managers will hold a reception and din- 
ner at which A. Gordon Nairn, Canadian 
director of agencies for Prudential, will 
speak. Following the dinner the board 
of directors of the conference will meet. 


Management on Thursday 


On Thursday morning, March 18, the 
management program will continue with 
William T. Earls, Mutual Benefit Life, 
Cincinnati, speaking on “Agency Build- 
ing in Retrospect.” He will be followed 
by Halsey D. Josephson, Connecticut 
Mutual Life, New York, whose subject 
is ‘My Philosophy of Agency Manage- 
ment.” 

Tuesday afternoon the N.A.L.U. com- 
mittees will deliberate. The N.A.L.U. 
trustees will meet later that afternoon 
to receive any additional recommenda- 
tions resulting from those meetings and 
which will be presented to the national 
council on the following day. 

Chicago women have invited all 
women guests attending the midyear 
meeting to a reception and dinner at the 
Kungsholm restaurant. Automobiles will 
be provided to transport guests to the 
dinner. The guests will be entertained 
by the Kungsholm puppet opera. 

On Wednesday, March 19, the 
tional council will meet. 

Between the morning and afternoon 
sessions of the council the ““Wheelhorse 
and LUTC Fellowship Luncheon” will 
bring together N.A.L.U. officers, trus- 
tees, delegates and committeemen with 
brief talks from several outstanding 
personalities. On Wednesday evening 
the members of the national council 
will be entertained by the host associa- 
tion at an invitational reception. 

The N.A.L.U. trustees will hold 
another full day session on Thursday, 
March 20. 

Another session staged for Thursday 
will be the Chicago sales congress which 

(CONTINUED ON PAGE 24) 
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Figures from Companies’ Year-End Statements Shown 











Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 

Assets Assets holders 1951 31, 1951 in Force* 1951 1951 1951 

$ $ $ $ $ $ $ 
Baltimore Life ............ 42,948,055 3,270,247 3,057,720 41,342,439 232,619,192 17,794,615 7,623,081 2,546,961 6,183,244 
Bankers H. & L., Ga....... 10,151,949 813,443 2,547,316 27,497,508 71,007,492 4,983,202 3,262,329 966,359 2,892,385 
Capitol Life, Col. ........+. 26,873,635 1,369,413 1,777,493 10,363,809 127,096,783 502,276 3,307,236 1,988,243 4,369,704 
Cuna Mutual, Wis. ........ 5,882,604 1,483,746 1,919,348 91,552,269 749,920,813 143,887,714 5,947,368 4,016,457 4,653,730 
Farmers & Traders ....... 27,157,026 2,128,039 1,560,649 11,947,162 121,252,989 7,652,728 3,007,058 916,138 2,032,496 
Fidelity Mutual ........... 253,957,784 11,426,129 10,479,430 73,205,204 707,213,985 45,285,6832 22,591,923 13,667,831 24,723,832 
(ijuarantee Mutual ......... 71,807,201 5,366,858 5,934,541 26,876,847 294,943,806 10,860,686 8,893,730 3,717,045 7,051,021 
Guardian Late ..0cccessccce 316,934,506 18,335,003 21,022,454 113,626,181 971,289,727 72,458,1833 28,814,822 5,741,964** 41,227,789 
Knights Life, Pa. ......... 42,830,518 5,437,057 6,425,424 54,365,248 330,773,849 21,755,942 10,177,625 1,964,439 10,287,934 
Samar TAfe ..cceccrccccess 44,588,301 3,478,870 4,043,580 16,860,384 152,668,427 9,625,059 4,288,217 1,525,005 3,176,686 
Ne | ee ra 57,154,052 6,266,903 6,180,414 114,483,347 486,690,324 51,240,1914 13,488,024 3,859,044 9,684,644 
Life of Georgia .........-. 66,757,955 10,839,569 11,891,730 313,733,004 $21,964,811 90,805,833 39,962,250 9,333,404 31,848,125 
Limooln Nath, ...cccescecvos 508,406,950 38,089,533 51,016,672 726,349,645 4,254,724,521 414,979,5645 84,282,216 0,126,520 75,435,037 
ee OP eer er Ee 374,980,299 29,717,829 24,059,573 312,125,846 2,209,736,250 230,375,192% 49,770,496 22,772,847 46,619,902 
Manhattan Life ............ 67,713,249 6,852,238 1,775,429 63,661,527 297,426,641 44,388,769 11,680,215 4,932,864 9,552,223 
ee eto 1,471,844,452 76,615,487 86,451,642 349,821,672 3,373,293,150 211,093,8897 117,971,479 72,260,111 190,538,736 
Monumental Life .......... 125,022,228 10,489,777 12,852,537 81,194,763 696,557,449 37,658,568 21,262,110 5,498,356 14,956,993 
Mutual Benefit Life........ 1,358,383,260 58,935,567 44,507,114 261,190,314 $,098,126,726 142,059,470 108,972,492 70,819,453 118,899,919 
Mutual Savings, Ala. ...... 5,071,213 998,707 1,726,235 67,351,480 88,015,175 25,557,453 2,603,317 1,003,084 2,564,917 
National Reservet ......... 29,163,346 17,025,668 2,760,185 75,024,683 133,972,189 68,941,924 4,960,377 477,257 2,228,152 
North Amer. Reassur 37,685,721 2,432,671 9,052,813 110,242,500 484,528,100 48,142,000 6,847,014 3,675,739 5,425,601 
North Central, Minn, ...... 1,474,262 —417,089 485,237 3,592,603 8,048,017 1,900,537 257,739 64,668 924,822 
Northwestern Natl. ........ 214,216,444 14,895,638 12,126,694 102,492,989 1,055,976,608  69,892,3988 29,150,825 17,852,272 24,835,835 
Security L. & A., Col....... 2,609,711 2,550,876 56,745,873 189,934,847 46,971,442° 5,906,118 2,223,683 4,973,332 
Security Mutual, Neb. 1,792,376 1,203,174 15,623,713 103,985,254 9,542,01419 2,776,15% 954,917 1,765,216 
Security Mutual, N. Y...... 2,5 5,465,976 3,463,848 48,980,200 309,694,026 30,924,105 13,083,658 6,302,307 11,632,751 
Shenandoah Life .......... 33,917,845 2,663,874 3,700,000 23,860,103 378,024,920 9,757,050 7,641,722 4,803,944 7,393,084 
Romine, BC. ccccescgess 9,193,664 1,370,440 2,361,501 37,412,426 84,383,935 7,186,868 3,576,145 708,977 2,680,000 
Mate Meteal ...cccccscssse 415,435,940 30,763,047 23,208,691 158,794,606 1,391,482,307 110,499,257!2 43,688,071 24,050,410 61,581,870 
Sun Life, Canada .......... 1,666,026,018 68,699,046 110,464,808 461,776,754 4,801,516,304 339,600,64522 177,214,931 124,688,086 246,036,276 
Supreme Liberty .......... 11,912,451 1,281,681 2,369,032 20,160,294 113,665,737 —4,996,498 3,541,053 804,720 3,102,340 
fo ee . ee 29,612,196 12,105,035 5,351,528 80,422,457 258,324,471 98,817,71814 22,053,255 6,317,090 21,878,508 
Unity Mutual L. 6,642,793 824,316 538,652 11,867,588 55,328,633 4,789,458 2,890,650 648,326 2,300,678 
Universal L, & A. 7,821,701 1,034,196 1,871,756 21,774,656 72,772,903 3,191,378 2,356,990 558,625 1,823,525 
| ere ee 11,429,203 2,584,579 1,857,805 70,108,908 134,119,514 57,905,394 12,501,779 4,080,915 10,509,619 
**Does not include dividends nor payments from policy proceeds left with the company by policyholders and beneficiaries. Dividends paid 


to policyholders $3,590,589. 

*In column six, the superior numbers denote net increases in group life insurance due to normal addition of employes to groups and 
employes becoming entitled to additional insurance. The respective increases are 1$297,196; 2$137,250; %$630,072; 4$4,274,463; 5$13,853,693; 
$13,630,524; 7$4,958,594; §$23,861,698; $5,895,284; 19$459,237; 1$3,525,691;. 12$7,357,127; 1$102,145,828; 14§1,293,000. +Figures include amounts re- 
ceived through absorption of Policyholders National of South Dakota, 


PROVIDENT PROGRESS 





During 1951 


Life Insurance in Force gained . . $124,253,208.00 


Accident and Health Premium 
Income increased. .... $ 5,529,919.85 





Life Insurance in Force 
1931 Ml $58,230,667.00 
1941 Se $176,406,810.00 $889,277,774.00 
95) 


Accident & Health Premiums 
1931 SD $4,276,060.54 
194| i $8 768,564.37 $33,784,242.23 
5) 











. Another good year built on specially designed Provident plans and an . 
| outstanding field organization to sell them. We extend our congratulations +" 
a) on this 1951 production record to all Provident producers and brokers . 
j}a in 44 states and Canada. ‘ 
- 
; 1 


~ PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


Welle CHATTANOOGA 











PITTSBURGH DECISION 


Korean Action Is 
“War”: Rider Lets 
Out Company 


Three judges of the county court a 
Pittsburgh have ruled that the fighting 
in Korea constitutes a “war” not a 
“police action” or “armed conflict,” byt 
they differed in interpretation of a war 
risk rider on the policy. In a majority 
opinion, Judges Kaufman and Lencher 
held that the company need not Pay 
death benefits. In a dissenting opinion 
Judge Lewis held that it should. 

In a brief statement accompanying 
the ruling, the three judges noted that 
the riddle of whether the Korean action 
is a war confronts courts all over the 
country. 

The case was brought into court 
by Julia Beley, mother and beneficiary 
of Corp. Andrew Beley of Pittsburgh 
who was killed in Korea a year ago, 
Corp. Beley had a_ $1,000 life policy 
with Pennsylvania Mutual Life which 
carried a double indemnity clause for 
accidental death. A war risk rider ex- 
empted the company from benefit pay. 
ments if the insured met his death as 
a result of war. 

The attorney for the plaintiff con- 
tended that the Korean coniflct was a 
governmental police action of members 
of the United Nations and that Congress 
had not declared war, so the insurance 
should be paid. 


“Real War,” Company Contends 


The company lield that declared or 

undeclared it was a real war and that 
the mother was entitled only to refund 
of premiums already paid as provided in 
the war risk clause. 
_ Both court opinions were emphatic 
in agreement that the situation in Korea 
is real war. The majority opinion held 
the mother was expressly excluded 
from benefits of the policy. Judge Lewis 
quoted history to support his contention 
that the word “war” is an ambiguous 
one and can mean either declared or 
undeclared war. He cited the legal prin- 
ciple which holds that in any case of 
ambiguity in a contract the interpreta- 
tion in case of dispute must be resolved 
against the drafter of the contract, In 
this case he held that one cannot know 
whether the insurance company which 
drafted the policy intended “war” to re- 
fer to a declared or undeclared war. 
Since the company wrote the policy 
“war” must be interpreted to mean a 
declared one and thus Mrs. Beley should 
collect since the Korean war is un- 
declared. 





Heavy Taxation Increases 
Need for Life Insurance 


Increasingly “heavy taxation makes 
life insurance, even social security, indis- 
pensible,” J. Homer Hardy, C.P.A. and 
tax consultant, told the Chattanooga 
Estate Planning Council. Due to this 
“taxing program,” Mr. Hardy conclud- 
ed, “the great mass of people have to 
depend upon collective means of security 
in their old age, and even for care and 
medical attention in cases of serious ill- 
ness.” He intimated that a great num- 
ber of taxpayers resent the heavy levies 
assessed against them and said so-call 
“errors” in income tax returns signifi- 
cantly are “91% against the govern- 
ment” and only 9% against the tax- 
payer. He classed as a “gross under- 
statement” the suggestion that federal 
taxes approximate only 20%. 





Honor Veteran Employes 


Guilford Dudley, Jr., president of 
Life & Casualty, recently presented 
service awards to 15 home office em- 
ployes who have been with the com- 
pany 10 or more years. Three of those 
honored had more than 25 years of 
service. 
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FINANCIAL STATEMENT 
December 31, 1951 
ASSETS 
Bonds Owned .............--- De ae ie ae pa ees aig $ 152,226,835.52 
I ie. eu cg Cad tees 0 nb Had eh ose Ss ee ee 183,365,063.08 
ON ns, a, . patina pat en 4 os 6 ERENT en eee ea 11,282,622.28 
Cash in: Banks and Offices. - . 2... 6 hice cc ccc cence enes 7,238,215.18 
i Ne i ,  oa R eh k Oho den Fw aN ee 10,741,170.38 
Net Unpaid and Deferred Premiums.................-.00-eeeeee 7,820,490.00 
Pelee EO... ores. as See tenses FO ALORA WA, 13,513,572.85 
CM s,s < Sack hye NeW 4k 49 ka ae ka 28,000.00 
Interest Due and Accrued .......... 0.00 c cece eee eee ee eens 1,931,782.80 
Tit MN i cis ap hg) A aE ath cla eae aw oe $ 388,147,752.09 
LIABILITIES 
Legal Reserve, Life and Annuity Contracts....................0. $ 333,893,167.00 
Reserve, Disability Policies... 2.00. 6c 6266.5 oe elie de etsice 2,735,808.00 
Investment and Mortality Contingency Fund .................... 9,000,000.00 
Gross Premiums and Interest Paid in Advance .................. 2,028,562.92 
Taxes Accrued But Not Due............. 20... ccc eee eee eens 2,503,702.30 
Peama” Wn TI oes one So ek si ok a se ag heh eee es 727,540.61 
Reserve for Claims in Process of Payment....................... 1,707,179.09 
Commissions Accrued to Agents, and All Other Items ............ 1,121,673.85 
Liabilities Other Than Capital and Surplus....................... $ 353,717,633.77 
Ce ek DN a. ob ie A 34,430,118.32 
ia i ee ee re Ns gee bars = Gen waw ean $ 388,147,752.09 
Gain in Life Insurance in Force During 1951................... $ 322,829,389.00 
Total Life Insurance in Force December 31, 1951 ............... 2,891,772,678.00 
d Accid 
and Accident Insurance Co. 
Nashville, Tenn. 
C. R. Clements Edwin W. Craig 
Chairman of the Board President 
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Complete- 


personal insurance service! 










IV) Life 
lV] Health 

lv) Accident 
W) Hospitalization 


lV] Group 
VV] Salary Savings 
lV} Franchise 
VV Wholesale 
LY] Medical and Surgical lV] Brokerage 


Reimbursement 








Vv) Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $360,000,000.00 














Robert E. Lee stands out as a great leader in giving 
trained men the spotlight of home office assistance! 
More than 500 men and women in the field during the 
past year added over 14,000 policyholders to our books. 
Our million-dollar-month record last year will be over- 
shadowed by our new, aggressive reorganization pro- 


gram. 


and that isn’tall... 


All of the outstanding stock of The Robert E. Lee Life 
Insurance Company has been purchased by R. Frank 
Lee and Ben Kohen. Under the new program a most 
unusual opportunity is offered to trained and experi- 
enced underwriters. Those desiring a new and more 
profitable association will find it most beneficial to in- 
vestigate immediately ! 


@ Hospitalization @ Health 
and Accident @ Polio 


@ Life 


ROBERT E. LEE LIFE INSURANCE COMPANY 


Old Line Legal Reserve 


5838 LIVE OAK DALLAS, TEXAS 











Eight Changes 
Made in Top Ranks 
of N. W. National 


Eight changes in titles have been 
made by Northwestern National among 
its top executives. George W. Wells, 
acting president, has been named presi- 
dent. W. R. Jenkins advances from 
vice-president to 1st vice-president; W. 
F. Grantges from second vice-president 
and agency director to vice-president 
and agency director; Frank S. Kremer 





W. R. Jenkins 


Georce W. WELLs 





Dr. K. W. ANDERSON J. Q. Taytor 

from secretary to vice-president and 
secretary; Dr. Karl W. Anderson from 
medical director to second vice-presi- 
dent and medical director; James Q. 
Taylor from underwriting director to 
second vice-president and underwriter; 
C. H. Mathews from director of 
securities to manager securities de- 





W. F. Grantces Frank S. KREMER 








Reusen A. Scott CLAUDE H. MatHews 


partment; Reuben A. Scott from direc- 
tor of mortgage loans to manager mort- 
gage loan department. 

Mr. Wells joined the company in 
1928, first as acting secretary and later 
became vice-president. Prior to that he 
was insurance commissioner of Minne- 
sota. 

Mr. Jenkins came to the company 
from the management consultant field 
in 1935 as director of sales research. 
He was named sales director in 1942 
and vice-president in 1944. He has been 
a director and chairman of the finance 
committee of L.I.A.M.A. 

Mr. Grantges started with the com- 
pany as agency director in 1928 and was 
made second vice-president and agency 
director in 1950. Mr. Kremer, a grad- 
uate of South Dakota State College and 


University of Michigan, practiced law ig 
South Dakota for 13 years, was on the 
staff on the farm credit administratiog 
in Washington, D. C., and Minneapolis 
for three years and joined Northwesterp 
National in 1935. He became assistant 
counsel in 1949 and secretary of the 
company in 1950. 

Dr. Anderson, a graduate of the Uni. 
versity of Minnesota medical school, 
started with the company in 1931 ag 
assistant medical director, advanced to 
chief medical officer and to medica 
director in 1946. Mr. Taylor joined the 
company as chief underwriter in the 
medical department in 1922, advancing 
to assistant secretary and to underwrit. 
ing director. He is currently president 
of the Institute of Home Office Under. 
writers. ° 

Mr. Mathews joined ‘the company jp 
1932 as head of a research unit in the 
company’s investment department, He 
later became assistant treasurer and in 
1950 was appointed director of secur. 
ties. Mr. Scott has been a member of 
the company’s investment department 
since 1932, and has been a field repre. 
sentative for farm loans and city loans, 
assistant secretary and director of mort- 
gage loans. 





Penn Mutual Issues 
New Ordinary Policy 


Penn Mutual Life has issued a new 
ordinary life policy with a minimum 
face amount of $10,000, and a lower 
gross rate. 

The policy has a better net cost 
figure with no reduction in values, no 
change in options, and no underwriting 
restrictions. 

The old ordinary policy for less than 
$10,000 has been replaced by. life paid 
up at 85. For the buyer of the smaller 
policies, the rates are comparable to the 
old ordinary, except at advanced ages. 
The net ledger cost for 20 years is better 
that the old ordinary policy. 

In the new ordinary policy the under- 
writing and other rules applicable to 
ordinary will continue to apply on the 
new basis. The prospect need not bea 
preferred risk to qualify. All ordinary 
forms previously available will be of- 
fered on the new basis. 

Both the new ordinary form and life 
paid up at 85 form may be issued on 
the term automatic conversion plan. 
They may also be issued with balanced 
protection, convertible income and mort- 
gage protection riders. 


Plan to Enlarge Health 
Insurance Council Work 


Three representatives of each of the 
nine trade associations which constitute 
the membership of Health Insurance 
Council met at Chicago last week. The 
meeting was called by John W. Joanis, 
Hardware Mutual ‘Casualty, council 
chairman, to discuss council activities. 

It was the consensus of opinion of 
those attending that the council should 
be continued and strengthened. It was 
felt that the council should increase 
its activity to the extent of collecting 
and disseminating information on acc! 
dent and health insurance so that pres- 
ent programs might be aided and made 
more effective. 








Penn Mutual Women Leaders 
Mrs. Marion J. DuPaul of Phila- 
delphia, led all Penn Mutual women 
producers for 1951 with a volume 0 
$282,000. Mrs. Elizabeth S. Evans, 
Atlanta, was second, and Mrs. George 
R. Hemphill, Pittsburgh, finished third. 






INSURANCE COMPANIES 
Bought and Sold 
INQUIRIES INVITED 

Confidential 







BRINSOR ASSOCIATES 
1102 Waldheim Bidg. * Vi. 4466 * Kansas City 
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Miller Presents 
Company Views on 
R.R. Act Increase 


John H. Miller, vice-president and 
actuary of Monarch Life, appeared be- 
fore the senate committee on labor and 
public welfare and the house committee 
on interstate and foreign commerce con- 
cerning bills to increase the unemploy- 
ment and sickness benefits of the rail- 
road unemployment insurance act. He 
presented the views of American 
Life Convention and Life Insurance 
Assn. Mr. Miller said the propos- 
al to increase by 50% the unem- 
ployment and sickness benefits un- 
der the act was contrary to basic social 
security principles. He reported that 
these increases would render the railroad 
sickness insurance program farther out 
of line with other social security pro- 
grams and the increased benefits would 
further encroach on voluntary insurance. 
He opined that the congressional com- 
mittee has a real opportunity to take 
steps toward harmonizing the railroad 
program with basic social security prin- 
ciples, with other social security pro- 
grams and with voluntary insurance 
activities. Not only do the railroad se- 
curity programs appear to be out of 
step with other programs, but the other 
programs themselves go off in various 
directions, pursuing divergent aims and 
all too frequently yielding anomalous re- 
sults, he declared. “What is really need- 
ed is a broad over-all study which would 
seek to determine fundamental social 
security principles, and which would 
make recommendations for broad revi- 
sions in each of the various phases of 
social security legislation in order to 
bring each into line with the fundamen- 
tal principles,” he said. He indicated 
that if Congress considered it feasible to 
launch such a study at this time, the 
details could probably be worked out 
by integrating the basic social security 
study projected by the senate under 
resolution 300 with a broad study of the 
railroad retirement act. He commented, 
“in general it seems inevitable that 
sooner or later some order must be 
brought out of the growing chaos char- 
acterizing the nation’s social security 
structure.” 


Miller’s Recommendations 


Mr. Miller made the following recom- 
mendations in connection with the iden- 
tical house and senate bills to increase 
the unemployment and sickness benefits 
under the railroad act. His recommen- 
dations summarized were: 

1. The provisions of the railroad un- 
employment insurance act should be re- 
cast to set up two separate programs, 
one of unemployment compensation 
and the other of sickness and maternity 
imsurance. The payroll taxes supporting 
the present combined system should be 
appropriately divided between the two 
Programs, and the amount now to the 
credit of the railroad unemployment in- 
surance account should likewise be ap- 
propriately divided between the two. 

2. The program of sickness and ma- 
ternity insurance should utilize private 
insurance as an instrumentality for pro- 
viding the compulsory benefits. 

This could be done through incorpo- 
ration of suitable “contracting-out” pro- 
visions. The life insurance business 
would be glad to cooperate with other 
interested groups in developing such 
Provision. They could undoubtedly be 
Perfected during the present session of 
Congress. 

3. There should be no consideration 
of the levels of railroad sickness benefits 
until the foregoing recommendations 
are adopted. If they are adopted, and 
if some increase in the sickness benefits 
1s deemed essential, then the liberalized 
benefit should not break new ground by 
going beyond the general benefit level 
of the four existing state sickness insur- 
ance systems. Also, employe contribu- 
tions at least sufficient to finance any 


benefit increase, ought to be introduced. 


4. Prior to the adoption of the fore- 
going or any other changes in the rail- 
road unemployment insurance act, a 
comprehensive study of that act would 
be desirable. One means of providing 
for such a study would be to broaden 
the study of the railroad retirement act 
projected by senate congressional reso- 
lution 51 to encompass the railroad un- 
employment insurance act. Such a broad 
study of the railroad program should be 
integrated with the basic study of the 
social security generally. 


at Bloomington, III. 


Kennedy to Bloomington 


Leroy G. Kennedy, who has repre- 
sented Metropolitan Life at Peoria for 
17 years, has been appointed manager 
He attended Brad- 
ley University and later was a pre-law 


student at Northwestern, joined Metro- 


politan in 1935 and became an assistant 


manager three years ago. He is a direc- 
tor of Life Underwriters Assn. of Peoria. 


Schriver Wins Freedom Award 


Lester O. Schriver, general agent for 


Aetna Life at Peoria, and past president 
of the National Assn. of Life Under- 
writers, received an honor award from 
Freedoms Foundation based upon his 
address “Wanted—Statesmen”, delivered 
at the closing session of the N.A.L.U. 
convention at Los Angeles last Sep- 
tember. 





The Insurance Society of Ohio State 
University, Columbus, held a smoker at 
which Miss Mary T. Crowe of Equit- 
able Society was the principal speaker. 














notice any nesemblance 7 


Perhaps you do. But there’s more to that resemblance 
than meets the eye. Not only do these two men share 
the same hobby of hunting—but they also share in the 
same security and well-being that comes from repre- 
senting The Union Central Life Insurance Company. 
Yes, Stephen R. McGreevy and his son, Joseph D. 
McGreevy are another successful Union Central father- 
son team. 

Stephen R., the father, has been with The Union 
Central Life Insurance Company since March 3, 1915. 
During his long association with Union Central, S. R. 
McGreevy has enjoyed a rewarding and happy life. 
Today, he is Union Central’s General Agent in Sioux 
Falls, South Dakota. 

Joseph “Blackie” McGreevy graduated from Creigh- 
ton University with degrees in science and law. With 
his father’s experience always before him, it was only 
natural that “Blackie” would turn to life insurance as 
the most satisfying career. So when he was discharged 
from the U. S. Army Counter Intelligence Corps in 
December, 1945, he joined the Union Central Agency 
in Sioux Falls. Under his father’s experienced guidance, 
he has been successful from the very start. 





The McGreevy’s, father and son, know that Union 
Central not only helps a man provide for his own family 
but also gives him the opportunity to contribute to the 
welfare of his fellow men. There is a deep satisfaction 
in that. And there is a fine sense of security in knowing 
that Union Central takes good care of its men during 
their active years and also assures them of liberal 
retirement and pension arrangements. 

The Union Central agent’s career is also made more 
rewarding and more pleasant by effective sales tools 
developed by an alert and cooperative Home Office. 
And, of course, Union Central offers a policy to meet 
every live insurance need from birth to age 70. 





The Union Central 
Life Insurance 

Company 

_. . CINCINNATI, OHIO Dad 
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THE REASONS WHY-— 


OUR AGENCY DEVELOPMENT 
PROGRAM IS EXPANDING 


GOOD MEN CAN MAKE MORE MONEY 


SELLING COMPLETE PROTECTION PLANS 
ALL UNDER ONE CONTRACT 


LIFE 

ACCIDENT 
SICKNESS 
HOSPITALIZATION 


EXCELLENT TERRITORY AVAILABLE 
DUE TO OUR EXPANSION PROGRAM 


OUR BUILDERS OF MEN PLAN HELPS OUR MEN SUCCEED 


RALPH E. KIPLINGER 
PRESIDENT 


GEORGE L. HAMLIN, C.L.U, 
AGENCY VICE PRESIDENT 


OUR SECOND HALF CENTURY 


GUARANTEE MUTUAL 


LIFE COMPANY 


Since 190] Omaha, Nebraska 











Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME is a 


powerful motivator. 


Pacific 
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LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies ? 

located in 40 states and the District of Columbia 1868 
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LIAMA Cooperation 
Committee Named 


State and provincial committeemen of 
L.I.A.M.A.’s committee on cooperation 
with other organizations have been 
named by H. S. McConachie, American 
Mutual, president of the association. C. 
W. Arnold, vice-president and super- 


intendent of agents of Kansas City Life,. 


is chairman of the committee. State 


representatives are: 

Alabama, A. A. Biggio, Liberty Na- 
tional; Arkansas, E. . Washington, 
National Equity; California, Harry J. 
Stewart, West Coast Life; Colorado, 
Thomas F. Daly, II, Capitol Life; Con- 
necticut, Joseph Thompson, Travelers; 
Delaware, Claude L. Benner, Continental 
American; District of Columbia, W. W. 
White, Peoples Life; Florida, Walter H. 
Saitta, Peninsular Life; Georgia, P. W. 
Jones, Bankers Health & Life; Illinois, 
S. Robert Rauwolf, North American Ac- 
cident. 

Indiana, Randall G. Yeager, Lafayette 
Life; Iowa, T. C. Rudicill, National Life 
of Des Moines; Kansas, R. L. Burns, 
Farmers & Bankers; Kentucky, Morton 
Boyd, Commonwealth Life; Louisiana, 
Charles J. Mesman, Pan-American; 
Maine, Robert C. Russ, Union Mutual; 
Maryland, William H. Keidel, Monu- 
mental; Massachusetts, F. R. 
Loyal Protective; Minnesota, T. S. San- 
born, North Central; Mississippi, A. H. 
Doty, Standard Life, of Jackson. 


Missouri, J. DeWitt Mills, Mutual Sav- 
ings; Montana, Lee Cannon, Western 
Life; Nebraska, Raymond F. Low, 
American ‘Reserve; New Hampshire, 
William D. Haller, United Life & Acci- 
dent; New Jersey, W. J. Sieger, Bankers 
National; New York, M. O. Doolittle, 
Empire State Mutual; North Carolina, 
Bascom Baynes, Home Security: North 
Dakota, W. E. Wright, Pioneer Mutual; 
Ohio, Grant Westgate, Ohio National; 
oc a Norman <A. Morse, Home 

tate. 

Oregon, Raymond R. Brown, Standard 
of Portland; Pennsylvania, Edwin M. 
Keough, Pennsylvania Mutual; South 
Carolina, Arthur Langley, Carolina 
Life; Tennessee, Sam E. Miles, Provident 
Life & Accident; Texas, Robert Schul- 
man, Pioneer American; Utah, Kenneth 
W. Cring, Pacific National; Vermont, C. 
Vance Shepherd, National Life; Virginia, 
Richard W. Wiltshire, Home Beneficial; 
Washington, Burt Babcock, New World 
Life; Wisconsin, Paul A. Parker, Old 
Line Life. 

For Canada: Manitoba, H. M. Meikle- 
john, Sovereign Life; Ontario, Howard 
Moffat, National Life Assurance; Quebec, 
Gerard White, Les Prevoyants. 





Travelers Changes Involve 
Group, Field Supervisors 


Travelers has appointed Craig Holder 
group supervisor at.San Francisco, and 
transferred Marvin E. Herbst, group 
supervisor at Charlotte, N. C., to Los 
Angeles. 

The company has also named the fol- 
lowing field supervisors: Joseph E. 
Wilkinson, Washington, D. C.; James 
D. Carroll, Kansas City; Edwin B. 
Payne, Grand Rapids, Mich.; William 
E. Siebert, Jr.. Newark; Francis R. 
Cullum, Atlanta, and Robert T. Collins, 
Seattle. 

Assistant managers recently trans- 
ferred are Donald R. Dittemore, Jack- 
sonville, Fla., to Houson; Neal S. Sut- 
ton, Minneapolis to San Antonio; Carl 
D. Stockdale, Toledo, O., to Los An- 
geles, and Norman W. Anderson, 
Duluth, Minn., to Lincoln, Neb. 





Give Report to Employes 


Northwestern Mutual held a series of 
group meetings, based on three periods 
of years of service, with 1,500 in at- 
tendance, to hear its 1951 report to em- 
ployes. The project was devised by 
William W. Cary, public relations head, 
as an opportunity for the employes to 
hear, see and ask about the company 
and its operations. 

The program, entitled “You Are En- 
titled to Know How Your Company Is 
Doing,” included a short play written 
by Laflin Jones, director of insurance 
research. It showed a home scene with 
one couple entertaining another when a 
simulated “Northwestern Mutual _tele- 
cast” was announced on TV during a 
card game. The screen was changed to 
a large movie screen as the scene faded 
out, and a series of colored slides on the 
company’s 1951 progress was shown. 

With Mr. Cary as moderator, a ques- 


tion period followed. The panel included 
Edmund Fitzgerald, president; Grant 
Hili, vice-president and director of 
agencies; V. E. Henningsen, comptrol- 
ler, and Miss Louise M. Newman, per. 
sonnel director. Written questions were 
read and answered by panel members, 





Await Gibbs’ Successor 


There is a lot of speculation and in- 
terest in who will be appointed casualty 
insurance commissioner of Texas to take 
the place of J. P. Gibbs who has re. 
signed. There are a large number of 
candidates for the position among those 
in the insurance sphere including per- 
sons now and formerly with the depart. 
ment. However, some observers are 
guessing that the governor will go out- 
side the business for his selection and 
the appointee will be one who is not 
known to be a candidate for the office 
or who is not being mentioned as a pos. 
sibility. 





Double Duty for Nussbaum 


A. Jack Nussbaum, Northwestern 
Mutual, Milwaukee, trustee of N.A.L.U, 
spoke before Duluth Assn. of Life Un- 
derwriters and then before General 
Agents & Managers Assn. of Duluth at 
noon and evening meetings, respectively, 
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QUALITY mutuat 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 
Very Low Net Cost 


QUALITY ComPENsATiON 


Generous for Underwriter 
Unusual General Agency Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY TRAINING 


Home Office Schools . « « for 
New Life Underwriters 
General Agents _ 

Refresher Training Schools 
At Company Expense 


QUALITY Territories 


Often possible .. . for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 


. 


CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 
1896 
A MUTUAL COMPANY 
One of [he Bes 
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and in- A. M. Kunis of U. S. Life, at the edu- Personal service by the insurer is limited U. S. Life’s baby group plan calls for Farm Bureau Life reports the largest’ 
Casualty cational seminar of the Bureau of A. & by its cost. Changes in techniques may a high degree of self-administration by gains in its history in 1951, with $130 
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seneral ance in New Jersey and New York. 
uth at There is also an increasing demand 
Ctively, by small employers for these benefits to 

















help them compete with larger employ- 
ers since they are at a disadvantage in 
the employment market if they cannot 
offer employes the same benefits. 


Underwriting Angles 


Mr. Kunis cited five underwriting con- 
siderations of special application to the 
smaller groups. There is the possibility 
of adverse selection and less chance of 
a normal risk spread and a consequent 
need for caution in avoiding selection 
by executives and employes at the older 
ages. Underwriting must also give rec- 
ognition of the type of company, stabil- 
ity of employment, labor turnover and 
expected persistency. Underwriters must 
watch against the possibility of the in- 
clusion of other than bona fide full time 
employes. There is also a possibility of 
anti-selection arising from the inclusion 
of members of the proprietor’s family. 

There are greater chance fluctuations 
in the claim rate between groups. Divi- 
dend formulas must be modified to take 
into consideration the greater pooling of 
risk required for a smaller group and 
the different practices used in their ad- 
ministration. To assure proper breadth 
of coverage, two or more forms of cov- 
erage should be offered. He said that it 
may be necessary to require a minimum 
premium to keep expenses within the 
margins provided by the premium rates 
and to have inspection reports to check 
on the general quality of the business. 

The standard plan offered by U. S. 
Life consists of hospitalization, surgi- 
cal and in-hospital medical expense 
under one policy. 

After reviewing the schedule of bene- 
fits, Mr. Kunis pointed out that pre- 
miums may be paid entirely by the em- 
ployer or by the employer and employes 











Let’s skip all the things you’ve read about him, all the things 


you heard too often or too young. 


Forget the face on the penny, the statue in Washington, 


He was everybody, grown a little taller 


poor, who went his own way and let the other fellow go his. 


No matter how mixed up things got, Abe made you feel 


that the answer was somewhere among those old rules 


the Emancipation Proclamation, the speech at Gettysburg. that everybody knows: no hurting, no cheating, no fooling. 


Forget the official things and look at the big thing. 


Why do we love this man, dead long before our time, yet dear 
to us as a father? What was there about Abraham Lincoln? 


jointly. In any event, the employer 
must contribute at least 30% of the cost. 
In non-contributory cases, 100% enroll- 
ment of eligible employes is required. 
On contributory cases, 85% enrollment 
is needed. 

Among the reasons for declination are 
the following: 1. More than 20%i of the 
employes to be covered are over age 60. 
2. More than 40% of the employes to be 
Covered consist of the employer and 
members of his family. 3. More than 
20% of the employes to be covered are 
sub-standard. 4. The average number of 
dependents per employe with depend- 
ents exceeds four. 

Simple Administration 

The company also tries to sell whole- 
sale group life along with the A. & H., 
hospitalization, and medical coverages. 
Economy of administration is essential 
to successful underwriting of baby 
groups, he said. Since the volume of 
msurance transactions is small, there 
may be no one in the employer’s office 
who will become familiar with the insur- 


Abe had a way of growing without changing. So it seemed 
perfectly natural to find him in the White House one day, 
padding around in his slippers, putting his feet on a chair 
when he had a deep one to think about—the same 

Abe Lincoln he’d always been, and yet the most dignified 
and the strongest and the steadiest man anybody had ever 
known. And when that terrible war came that might 
have torn his country apart, no one doubted what 

Abe would do. He was a family man; he resolved to keep 
the American family together. 


He came out of no place special—a cabin like any other 

out West. His folks were nobody special—pleasant, 
hardworking people like many others. Abe was a smart boy, 
but not too smart. He could do a good day’s work on the 
farm, though he’d just as soon stand around and talk. 

He told funny stories. He was strong and kind. He’d never 


ty to. Gnst yom, of chest you, or fast you. Abe Lincoln always did what most people would have done, 


said what most people wanted said, thought what most 
people thought when they stopped to think about it. He 
was everybody, grown a little taller—the warm and 
living proof of our American faith that greatness comes 
out of everywhere when it is free to come. 


Young Abe worked at odd jobs and read law books at night. 
Eventually he found his way into local politics. And it 
was then that people, listening to his speeches, began 

to know there was something special about Abe Lincoln. 


Abe talked about running a country as if it 
were something you could do. It was just 


a matter of people getting along. MUTUAL LIFE INSURANCE COMPANY 


He had nothing against anybody, rich or BOSTON, MASSACHUSETTS 
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sessions will follow presentation of the 
ideas. 

The two-day meet will open with a 
business session, and end with a lunch- 
eon. Pan-American Life will be host 


Southern Ad Meet 
at New Orleans 


The southern round table of Life at a buffet supper at the New Orleans 
Insurance Advertisers Assn. will con- Country Club. at ¥ 
vene at New Orleans, April 27-29 to Joseph Locke of Gulf Life, is chair- 


man. Chairman of the program com- 


discuss successful advertising and sales mé ( I } 
mittee is Richard L. Hindermann. 


promotion ideas. Question and answer 





in @ series of advertisements outlining advantages enjoyed 
NUMBER THREE by field underwriters of the Equitable Life of lowa 


EQUIPPED FOR 


SUCCESS 


Fit associates of the Equitable Life of 
lowa are equipped for success. A direct ‘mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 


Auta 


Life Insurance Company 
OF OWA 


FOUNDED IN 1867 IN DES MOINES 

















An Old Line Company with an outstanding Record 
of the Low Net Cost. 


Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 2] states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 





Ohio State Agency Heads 
Campaign for F. L. Barnes 





A one-month campaign honoring the 
20th anniversary of Frank L. Barnes, 


Ist vice - president j 
and director of 


agencies of the 
Ohio State Life 
was launched 


March 1 under the 
direction of the 
Ohio State Life 
general agents and 
managers commit- 
tee. The campaign 
will continue until 
March 31. 

Mr. Barnes has 
been in life insur- 
ance practical- 
ly all his business 
career. When Mr. Barnes joined the 
Ohio State Life in 1932 as director 


Frank L. Barnes 


of agencies, the company has $80,- 
000,000 of insurance in force. To- 
day it has insurance in force total- 


ing $235,000,000 “Build Big  Busi- 
ness for Barnes” is the slogan adopted 
for the campaign by the committee. E. 
G. Siefert, manager of the Marion, O., 
agency is chairman of the committee and 
Carl Adams, Cleveland manager is sec- 
retary. Other members of the committee 
are General Agents R. G. Leuzinger, 
Columbus; James C. McFarland, Cin- 
cinnati, and William H. Hecht, Celina. 





School at Green Bay, Wis. 


District managers of Woodmen Acci- 
dent and Woodmen Central Life attend- 
ed a two-day school at Green Bay, Wis., 
arranged by F. E. Chose, manager for 
northern Wisconsin and upper Michigan. 
Participating from the home office were 

. J. Melby, agency vice-president; 
Clark Faulkner, superintendent of 
agents; Trev Gillaspie, assistant to the 
president, and Sheldon Davey, chief life 
underwriter. 





Organize Ohio Agency 

Tice, Inc., Columbus, O., has been 
incorporated to do a general insurance 
business. Warren L. Weeks, former 
Century Indemnity field man has joined 
the agency to look after casualty busi- 
ness. It has organized Herman O. Tice, 
general agent of Midland Mutual Life; 
Edward P. Tice, Jr., and Davis H. 
Thomas. It represents Midland Mutual. 





Crowe Named President 


Citizens Life & Casualty of Los An- 
geles has advanced Anderson B. Crowe 
from executive vice-president to presi- 
dent to succeed F. H. Breen. Dr. C. G. 
Sutherlin has been advanced from med- 
ical director to vice-president and medi- 
cal director. 


Get Fast Start in ‘52 


The Ramsey agency of Connecticut 
Mutual Life at Chicago enjoyed a 33% 
increase in new business during 1951. 
The business for the first two months of 
1952 amounted to $2,259,000, an increase 
for the year-to-date of 150% over 1951. 
During the same period annuity sales 
of $156,000 showed a 320% increase. 








Over 400 attended the open house in 
the new building of O’Rourke & Daniels, 
recently appointed general agents for 
Columbian National Life at 430 East 
Seventh avenue, Denver. 

Ohio National Life has increased its 
retention limits on life business from 
$40,000 to $50,000. There is no limit on 
the total insurance on a single life. 





Colonial Life has elected Kenneth J. 
Hanau, executive vice-president of 
Wagner Baking Corp. of Newark, as a 
director. 





L. M. Peet, president of Farmes Life 
of Des Moines, will seek the Repub- 
lican nomination for Congress in the 
fifth Iowa district. 





—= 


Dirksen Is III. 
Federation Speaker 


U. S. Senator Everett M. Dirksen of 
Illinois has been secured as the speaker 
at the annual luncheon gathering of In- 
surance Federation of Illinois. This is 
to be held in the grand ballroom of the 
Palmer House, Chicago, April 7. H 
Fuller, manager of National Bureau of 
Casualty Underwriters at Chicago, is 
the president. 
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FOR 
ANYTHING... 


Columbian National’s 
multiple lines 

include individual 
and group life, 
accident, sickness 
and hospital protection. 
: No cleat season 

r on earnings. 
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L.LA.M.A. Appoints 
ker | Chairmen for 1952 


irksen of The following 18 standing committees 
> Speaker ff will be continued through 1952 with 
ig of In- | the following chairmen appointed by 
This is L.I.A.M.A.: 

m of the Finance, W. Rankin Furey, Berk- 
. H shire Life; ways and means, Sayre 
ureau of MacLeod, Prudential; agency costs, 
iCago, is Roger Hull, Mutual Life; annual meet- 
ing, Richard E. Pille, Mutual Benefit 
Life; audit, Clifford R. Walker, Con- 
necticut Mutual Life. 


———— 
Canadian companies, Arthur F. Wil- 
4 liams, Crown Life; compensation, E. J. 








Moorhead, United States Life; coopera- 
tion with other organizations, C. W. 
Arnold, Kansas City Life; education 
and training, Raymond C. Johnson, 
New York Life; human relations, Ralph 
R. Lounsbury, Bankers National Life; 
membership, H. P. Anderson, Life of 


Virginia; public information, Karl 
| Ljung, Jefferson Standard Life; quality 





business, Clifford L. Morse, Phoenix 







THAT'S RIGHT! 


Mutual ‘Life; relations with universities, 
C. B. Metzger, Equitable Society; re- 
search advisory, J. A. McAllister, Sun He’s one of many, many thousands of 


Life of Canada. | ‘ : 
Advisory council on life underwriter successful career life underwriters who 


education and training, Vincent B. Cof- 
fin, Connecticut Mutual Life; agency 


management training advisory, Calvin L. 
Pontius, Fidelity Mutual Life; life un- 
derwriter training council, Orville E. 


Beal, Prudential. 
WITH- 


| foe: Glare Ionsar? Gin “LITTLE GEM” FACTS AND FIGURES 





Of the eight largest cities analyzed 
by L.I.A.M.A. for January increases in 
ordinary business, only ‘Cleveland, Los 
Angeles, and Boston showed gains over 
last January, and sales in the balance 
of cities showed drops from --1% at 
Chicago to a low of —10% at Phila- 
“3 delphia. Cleveland sales were up 34%; 








Be Well Pre pared 


eeensive Be sure that you have all the facts, in- 
cluding the important new ones for °52. 
Often the right answer at the right time 
puts YOU ON TOP. 


ORDER YOUR 1952 “LITTLE GEM” WOW! 


About 80% of the 768 pages in the 1952 LITTLE 
GEM are changed to bring YOU up-to-date! 





Los Angeles sales gained 12%, and 
Boston sales increased 2%. 

) New Mexico led in state sales with a 
39% gain. Texas sales were up 35%, 
and Oklahoma business increased 31%. 
Omly nine states showed drops below 
1950 business. 





Shanks to Appear Before 
Patman Group March 19 


a WASHINGTON — Rep. Patman, 
Texas, chairman subcommittee on gen- 
eral credit control and debt manage- 
ment, of the joint committee on 
economic report, has announced a series 
of hearings beginning March 10. 
Scheduled for March 19 is Carrol M. 
Shanks, president Prudential. Other 
witnesses include Maple T. Harl, fed- 
eral deposit insurance corporation and 
other government officials, bankers and 


Easier-to-Read Easier-to-Use 
50th Annual Edition 
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Said, are not distinctively of this par- 

ticular generation, but they have oc- 

as curred many times before and solutions 
have always been found. 





Hie NATIONAL UNDERWRITER CO. Z0_ Fest Fou St 








XUM 


12 


HieNATIONAL UNDERWRITER 


March 7, 1959 











EDITORIAL COMMENT 





Is It Time to Desert the Burning Barn? 


When a horse, after being led from 
a burning barn, tries to dash back into 
the doomed building we look upon his 
behavior as senseless. Actually, accord- 
ing to the horse psychologists, it is 
sensible except for one little point. The 
horse’s reasoning or reaction is that the 


barn is his safe, warm, comfortable 
home; he is confused and scared to 
death, so naturally his impulse is to 


stay in or return to the spot that he 
considers his safest haven. However, 
he has failed to take into consideration 
the important fact that a fundamental 
condition has changed and that while 
warm, his home is no longer either 
safe or comfortable. 

Human beings should not laugh too 
loudly at the horse’s behavior, for few 
people are free from the tendency to see 
things as they used to be rather than 
as they are today. Specifically, there 
is the tendency to regard the dollar 
as something that can reasonably be 
used as a unit of value over an extended 
period of time. 

Let’s face it. Once the gold stand- 
ard has been yanked from under the 
dollar, the dollar’s value is subject to 
tinkering by the party in power for 
reasons of national or political policy. 
These, in turn, are influenced by groups 
that want what they want more than 
they want a stable currency. 

In addition to these deliberate in- 
fluences on the dollar’s purchasing power 
there are changes resulting from normal 
operations of economic law. 

All this is a long way around to this 
point: One of the most frequent ob- 
jections to buying life insurance is that 
nobody knows what his dollars are go- 
ing to be worth when they come back 
to him or his beneficiaries. Nobody 
doubts that any well managed, soundly 
regulated life company will pay back 
the number of dollars its contracts call 
for. But the question still persists: 
What can you buy with these dollars 
when they come back? 

Is it possible that the life insurance 
business is too prone to stick to the 
dollar as its unit of value? Many of 
the major life companies were formed 
at a time when the dollar’s value was 
fairly stable. Furthermore, even since 
1929, the conservative course has seemed 
to be to use the dollar as the measuring 
stick. 

But with the dollar becoming a sym- 
bol of uncertain value rather than stable 
purchasing power, may it not be time 
to re-examine the principle that dollar 


Perhaps the difficulty is not so much 
with the dollar as such but with the 
entire concept of debt ownership as 
contrasted with equity ownership. The 
dollar is not property. It is not a share 
in property. Formerly it was an evidence 
of the government’s obligation to re- 
deem the paper dollar with gold or 
silver but now it is no longer that. 

It may well be that one of the great- 
est strengths of life insurance — its 
guarantees to pay off in a_ specified 
number of dollars—is the source of its 
major failing, which is the inability to 
guarantee to pay off in units of pur- 
chasing power of a potency equivalent 
to those that were paid in. 

This line of thinking suggests sev- 
eral interesting possibilities, some of 
them fantastic. For example, a life in- 
surance company might obligate it- 
self to provide as death or retirement 
benefits not merely dollars but the 
actual commodities and services that 
people require to live on. A company 
might invest in housing not just for 
rental to the public but to provide liv- 
ing quarters to beneficiaries and retired 
persons. Or it might own farms to sup- 
ply food for these people. Of course, 
even if such an idea were workable it 
would not be applicable clear across 
the board, for there are many com- 
modities and services that would -cost 
so much more to provide on this self- 
sufficient basis that the proposition 
would not be attractive. 

A more practical approach to the 
ownership of property rather than 
evidences of debt is the acquisition of 
common stocks, whose earnings tend to 
keep step with living costs more closely 
than do the returns on debt investments. 
The most recent example is the plan 
of Teachers Insurance & Annuity. The 
bill in the New York legislature that 
would permit Teachers to set up a 
separate fund to invest in equities seems 
destined to become law. 

There is evidence that other life com- 
panies would seek permission to set 
up similar funds if the Teachers’ meas- 
ure is enacted. Payments would be in 
terms of units of earnings rather than 
of a specified number of dollars. 

This is symptomatic of an important 
change in attitude among more thought- 
ful members of the public. The move 
may seem like a radical step but actually 
it well may prove to be the truly con- 
servative approach. If the dollar has 
lost its quality of dependability, then 
the only intelligent course is to seek 
an adequate substitute. 

Perhaps there has been too great a 


tendency to rely on the “guarantee” 
feature that is implicit in promising a 
given number of dollars to be paid under 
conditions set forth in the contract. 
There is, after all, nothing sacred about 
the principle of debt ownership as the 
sure road to security. Might it not be 
better to forego so much emphasis on 
ownership of debt and instead share 
in the actual ownership of goods, com- 
modities, and real property? 

In South Africa, perhaps because of 
laws being less restrictive, life companies 
can be set up with such complete free- 
dom in investment matters that they can 
invest in equities and offer highly at- 
tractive though speculative returns. 
This indicates what can be done but it 
is more a step in the evolutionary 
process than final solution to the prob- 
lem of finding a better standard of se- 
curity than the present overly trustful 
reliance on the dollar as the basis of 
life insurance transactions. 

Last year, a series of three articles 
in the London Economist, written by 
someone identified only as “a _ cor- 
respondent,” stirred up a lot of interest 
by advocating the abandoning of efforts 
to resist inflation and instead roll with 
the punch and make the _ necessary 
adaptations to a world of constantly 
rising prices. He advocated a life in- 
surance system designed to keep pace 
with advancing prices, one feature 
being that premiums would increase 
as prices and benefits increased. 

The record seems to bear out the 
theory that prices are on a constant 
long-term uptrend, though with many 
fluctuations on the way. Whether that is 
actually the case or not, it is obviously 
desirable that insurance benefits pro- 
vide the degree of income that the pur- 
chaser had in mind in making his pay- 
ments. The fact that the present system 
provides no guarantee whatever of this 
is surely sufficient reason to see if there 
is not a better one, or at least some 


modification that might be made in the 
present system to insure results more 
closely in line with what buyers ep. 
vision. If it is true that prices are go. 
ing to keep on increasing as far as can 
be foreseen, an obvious effect is to 
widen the disparity between the valye 
of evidences of debt and that of equities 
over the long pull. And, of course the 
longer the pull the greater the dis. 
parity. The same difference exists be- 
tween debt ownership and equity own- 
ership when fluctuations in the value 
of the dollar are taking place. 

If a life company were to anchor its 
obligations to the concept of providing 
income in terms of what it would buy 
rather than in number of dollars, it 
would concentrate on investing in se- 
curities and other property that would 
be the most likely to yield a constant 
income—in terms of purchasing power 
—through the years, even if it sometimes 
meant a smaller number of dollars than 
would have been earned by investment 
in evidences of debt. This feature of 
such a setup would have to be under- 
stood thoroughly or it would create 
a lot of dissatisfaction at such times as 
the dollar return or equities might be 
lower than the dollar return on mort- 
gages and bonds. 

There may well prove to be serious 
obstacles, perhaps insuperable ones in 
the way of widespread use of any plan 
to make life insurance proceeds pay- 
able in the same kind of purchasing 
power that bought them. But it seems 
like an idea worth exploring. Wouldn't 
a life agent have quite a powerful 
motivator if he could say, “No, we 
don’t guarantee to pay you any spe- 
cific number of dollars. But we do 
guarantee to pay you or your bene 
ficiary a specified share in our company’s 
earnings—and those earnings are on 
investments selected so as to pay fe- 
turns that will be in line with living 
costs when they’re paid.” Shouldn’t such 
a possibility be investigated? 











PERSONAL SIDE OF THE BUSINESS 





Bowman Doss, executive vice-presi- 
dent of the Farm Bureau companies at 
Columbus, Oi, observed his 11th birth- 
day last Saturday. As he was born on 
Feb. 29 his birthday comes only every 
four years. 


Martin L. Seltzer, Iowa manager for 
the A. & H. department of General Ac- 
cident and agent for Kansas City Life, 
is reported as improving at Mercy hos- 
pital, Des Moines. He collapsed while 
in a bank there and was rushed to the 
hospital. Cause of his illness has not 
been determined. He was for many 
years general agent there for Aetna Life. 

Carl W. Hansen, an assistant man- 
ager at Orange, N. J., of John Han- 
cock, was feted by his associates on 
his retirement ofter 30 years of service 


and was presented a gold watch. It 
also marked his 40th wedding anniver- 
sary. 


The periodical Washington report of 
the U. S. chamber of commerce carries 
a biographical sketch in a recent issue 
of the life of Laurence F. Lee, president 
of Peninsular Life and a vice-president 
of the U. S. chamber. It describes his 
life from the time he became the first 
white boy born in the mountainous area 
of northern New Mexico. It describes 
how he sold insurance as he worked his 
way through Yale law school, opened @ 
law office at Albuquerque and became 
vice-president and general counsel 
Occidental Life. 

Howard C. Reeder, executive vice- 
president of Continental Assurance, 15 





transactions are conservative’ trans- 
actions? 
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— 
giving an address on “Security in Busi- 
ness” March 17 at the convention of 
National Assn. of Surety Bond Pro- 
ducers at Chicago. 

Asa V. Call, president of Pacific Mu- 
tual Life, has been named chairman of 
the committee on higher education 
of the Los Angeles chamber of com- 
merce. The committee will seek to aid 
jndependent colleges and _ universities 
fnancially and to strengthen public 
awareness of the importance of the in- 
dependent college. 


DEATHS 


DR. JOHN M. THOMAS, 82, a di- 
rector of National Life.of Vermont and 
a vice-president of the company from 
1930 to 1938, died at Rutland city hos- 
pital, where he had undergone a major 
operation. Dr. Thomas had served as 
president of Middlebury College, Penn- 
sylvania State College, Rutgers Uni- 
versity and Norwich University and 
had held many important Civic posts. 


JOSEPH M. CONOVER, 73, former 
assistant vice-president to the vice-presi- 
dent of Penn Mutual Life, died after a 
short illness at Philadelphia. He had 
been with the company 52 years. 


GEORGE R. WILLIAMS, 59, for- 
mer assistant general agent of John 
Hancock at Syracuse, died at Fulton, 
N. Y., after a long illness. 

J. WILLARD TUCKERMAN, JR., 
formerly assistant secretary of New 
England Mutual, died at his home at 
Cohasset, Mass. With the company 
since 1904, he had served in the claim, 
medical, auditing and agency depart- 
ments. In 1925, he was appointed su- 
pervisor of the policy department and 
in 1935 assistant secretary and manager 
of the claim department. He retired 
in 1948. 

FRED W. STUDIER, 50, ist vice- 
president and treasurer of Lutheran Mu- 
tual Life, died of a heart attack at 
Waverly, Ia. Mr. Studier joined the 
company in the investment department 
in 1932, and became secretary of the 
investment board in 1937. In 1939, he 
was appointed treasurer. He became 
vice-president and treasurer in 1945, 
and the following year was elected to 
the board. He was named lst vice- 
president and treasurer in 1949. 


Institute Grads to Gather 


The first annual class reunion of insti- 
tute of life insurance marketing at 
Southern Methodist has been set for 
April 7-11. A short course on formula 
programming will feature the reunion. 
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The Pencil Still Sells 


Volume distribution, and a high reply 
ratio to contact letters would seem to 
indicate that the old mechanical pencil 
is still one of the most economical and 
effective sales promotion mediums for 
insurance companies. Equitable Society, 
New York Life, and John Hancock dis- 
tribute two to three million yearly to 
prospects through agents and letters. 
Offering the pencil in a recent sales 
campaign, Connecticut Mutual Life re- 
plies were increased 50%. 


Brakes Fail to Halt Inflation 


Those advocates of government “mask- 
ing” or “stabilization” of an economy to 
halt inflation might study the examples 
of totalitarian Russia, and Sweden with 
its “middle way” socialism. From all re- 
ports it appears that in both Russia and 
Sweden both monetary and price infla- 
tion are much greater than in the United 
States despite the rigid controls which 
the governments have been able to exert 
on the economy. 








Annual Report to Employes 


General American Life has found that 
its first annual report to employes has 
been greeted enthusiastically by the 
workers. The 18-page document reca- 
pitulates improvements in working con- 
ditions, salaries and internal operations 
effected for employes during 1951. ‘Gen- 
eral American breaks down the informa- 
tion into the categories of home office 
equipment, physical properties, salaries, 
insurance benefits, promotion from 
within, education and orientation pro- 
grams, relations with supervisors, gripe 
boxes, advisory committees and miscel- 
laneous matters. 


Effect of "Chronic™ Inflation 


Professor Jacob Viner of Princeton in 
a series of public lectures on inflation at 
Northwestern University supplemented 
his warnings about “chronic” inflation 
by describing the condition of the life 
insurance business in Brazil. In that 
country, where Dr. Viner has spent con- 
siderable time, currency has depreciated 
5% to 6% per annum for many years 
and Brazilians have come to expect it 
to continue to behave in this manner. 
Brazilian life insurance salesmen have 
grown apologetic. The kind of financial 
security offered by life insurance loses 
out on all sides to the necessity for 
Brazilians to invest in more tangible 
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forms of property to offset steady cur- 
rency depreciation. 





Economics Transcends Strikes 


Discussing the recent Prudential in- 
dustrial agents’ strike, President Carrol 
M. Shanks of Prudential uttered some 
pertinent comments. He said that every- 
one has the right to strike and everyone 
has the right to defend the rights of 
policyholders and non-striking employes 
but in the final analysis what people are 
going to make and how much they are 
going to take home depends on pro- 
duction and nothing can be done to 
change that situation. 

The Prudential is great, he said, but 
neither Prudential nor any other com- 
pany nor all of them together are strong 
enough so that they can do other than 
pay off on production. Anything else, 
he observed, will cause business to go 
elsewhere or will in other ways result 
in a completely unworkable situation. 
But with the field force given every 
possible help through research, train- 
ing, and the like, production can pay 
off in a big way. 

Mr. Shanks made these observations 
at the dinner honoring the Charles W. 
Campbell agency at Newark for its 
1951 leadership of the company with 
more than $30 million of new business. 


Station Wagon Direct Mail 

A photograph in “The Firing Line,” 
weekly newspaper of the Lamar Life, 
shows that District Manager E. 
Crowley really believes in advertising. 
He is pictured next to his new station 
wagon on which is written in large let- 
ters, his name, his title, his address, the 
name of Lamar Life and the motto “In- 
sure Your Future.” 








Senator Everett M. Dirksen of Illinois 
is scheduled to speak to Pittsburgh Life 
Insurance & Trust Council on March 
24, 





American Reserve Life has desig- 
nated G. E. Van Patten, general agent 
at Kansas City, company Man of the 
Year for 1951. 





J. Edward Lawler, vice-president of 
Union Life of Richmond, spoke at a 
meeting of the Sphinx Club there on 
“World Brotherhood.” 


_ Guarantee Mutual Life has increased 
its non-medical limits to $7,500. 
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PENSION 
ENDOWMENTS 


One of the more attractive 
and salable contracts on 
today’s market is our Pension 
Endowment. 

$10 monthly income (120 
months guaranteed). Issued 
to mature at 55, 60 and 65. 
At maturity age 65, the annual 
income is 7.9% of the cash 
value. The dollar-rate monthly 
income is $6.58 per $1,000. 
Increased insurance available 
through Family Income Riders. 


Brokerage Inquiries Invited 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert E. Henley, President 
































CENTRAL STANDARD LIFE 


Gumnid (V0 —> INSURANCE COMPANY 


211 W. Wacker Drive 


ALFRED MacARTHUR 
Chairman of the Board 


E. H. HENNING 


Vice-Chairman 


Chicago 6 


All forms of Life # Accident 6 Health 


WILBUR M. JOHNSON 


President 
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LIFE AGENCY CHANGES 





Travelers Sends Niles to 
Halifax, Pattee to Detroit 


Travelers has promoted W. Wesley 
Niles, assistant manager at Toronto, to 
manager at Halifax, N. S., and trans- 
ferred Walter E. Pattee, manager at 


Rochester, N. Y., to Detroit. 





Walter E. Pattee W. Wesley Niles 


Mr. Niles has been with the company 
since 1947, and assistant manager at 
Toronto since 1950. Mr. Pattee joined 


the company at Newark in 1936, and 
became assistant manager there in 1940. 
He was appointed manager at Rochester 
in 1947. 


Davis, Crouse, Cook N. Y. 
Life Group Appointees 


New York Life has appointed Don R. 
Davis district group supervisor at Cleve- 
land, named Donald L. Crouse group 
representative at New Orleans, and 
added Dwain F. Cook to the group 
staff at Chicago. 

Mr. Davis has had over three years 
in the group field with Aetna Life at 
Detroit and Flint, Mich. He joined New 
York Life at Chicago. Mr. Crouse has 
been in the business since 1929, and a 
group specialist since 1944. He was 
formerly regional group manager for 
Lincoln National Life at Philadelphia. 
Mr. Cook entered the business last year 
at Chicago. 








(Maryland Life has appointed Marion 
L. Hensley general agent at Reidsville, 
N. C., to succeed M. D. Holderby, who 
will return to personal production. 





Yardstick 


For Term 


How LONG should a Term policy renew? 


How late convert? 


We believe that Term insurance is best 
which renews longest and converts latest. 


Term insurance as today’s option on tomor- 
row’s permanent insurance is like a prop- 
erty lease with option to buy. The option 
should renew IF the buyer needs and 
convert WHEN he is able. Ours do both. 


Occidental short Term plans renew as 
often as necessary—to policy anniversary 
nearest 64 and convert at any time—to 
anniversary nearest 65. Thus is solved the 
problem of whether the buyer will need to 
renew and when he will be able to convert. 


A Star in the West...% 


OCCIDENTAL LIFE insurance company oF CALIFORNIA 


W.B. STANNARD, Vice President 


WE PAY AGENTS LIFETIME RENEWALS... 





- THEY LAST AS LONG AS YOU DO 





Postal Life Appoints Cahir 
White Plains General Agent 


Postal Life of New York has ap- 
pointed Francis J. Cahir, Jr. general 
agent for the com- 
pany’s new agency 
in the Northcourt 
building, White 
Plains, N. Y. Be- 
fore entering the 
business’ with 
Phoenix Mutual 
Life in 1945, Mr. 
Cahir was a mem- 
ber of a New York 
City investment 
banking firm. 
While with Phoe- 
nix Mutual, he was 
a member of the 
President’s Field 
Staff, top company production club. He 
is a graduate of Fordham university. 


Mutual Life Sends Boothby 
to Brooklyn as Kee Retires 


Mutual Life has appointed Foster 
S. Boothby manager at Brooklyn to 
succeed William H. 
Kee, who will re- 
tire March 16. 

Mr. Boothby 
jofned the company 
in 1936 at Boston, 
and became assist- 
ant manager there 
in 1947. In 1950, 
he was transferred 
to the home office 
as a member of the 
training staff. Mr. 
Kee has been with 
the company since 
1923, and manager 
at Brooklyn since 
1934, 


Reker Goes With Johnson 


Frank A. Reker has been named bro- 
kerage manager of the Johnson agency 
of National Life of Vermont at Chi- 
cago. Mr. Reker has been with the 
Florian agency of Connecticut Mutual 
Life at Chicago as supervisor. He en- 
tered the business with Connecticut 
Mutual at Chicago in 1949 and later that 
same year became brokerage manager. 
He was appointed supervisor in 1950. 


F. J. Cahir, Jr. 








Foster Boothby 








Bean Fills Crary’s Shoes 


Northwestern National Life has ap- 
pointed Ray E. Bean supervisor at Kan- 
sas ‘City to succeed Vincent W. Crary, 
who will join the agency staff at the 
home office. Mr. Bean joined the com- 
pany two years ago, and Mr. Crary 
has been with the company since 1937. 


Berkshire Transfers Merin 


Berkshire ‘Life has transferred Ar- 
thur J. Merin, supervisor at New York 
‘City, to Albany. Mr. Merin joined the 
company at Albany in 1947, and be- 
came supervisor at New York City in 
1950. 








Prudential Ups Facciani 


Prudential has promoted Rudolph 
Facciani, district agent at Lindsay, Cal. 
to staff manager at Glendale. Mr. Fac- 
ciani joined the company at Visalia, Cal., 
in 1950, and transferred to Lindsay the 
following year. 


New Lafayette Appointments 


Lafayette Life has appointed Norbert 
Minick general agent at Fort Wayne, 
Ind., replacing D. L. Mood, who has 
become home office general agent. Paul 
Craig, former teacher at New Haven 
high school, is now associate general 
agent at Fort Wayne. 


J. C. Gerondale Promoted 


The Garot-Christman agency, Green 
Bay, Wis, general agent for Security 
Mutual Life of Binghamton, has pro- 
moted James C. Gerondale from district 








supervisor to assistant to the genera] 
agents. He will supervise agencies a 
Wausau, Eau Claire, La Crosse, Madj- 
son, Wis., and Escanaba, Mich. He wags 
formerly supervisor at Eau Claire, where 
a district office has been opened with 
Sidney Felts as supervisor. 


Asher Named at Frankfort, Ky, 


J. T. Asher has been named map. 
ager of the new Frankfort, Ky., district 
of Lincoln Income Life. He has been 
with the company for eight years as an 
agent and as assistant manager at Dan. 
ville, Ky. js 














Liberal Commissions 
Organization Allowance 
Office Allowance 
Persistency Bonuses 

H. O. Training Schools 


Production Club Conventions 





Regional Meetings 
Prize Winning Sales Aids 








WRITE H. S. MceCONACHIE, Vice Pres. 








ARE TER "oa AZY 
YOU  conmission poor: 


If you are running the losing 
race of trying to increase your 
Term Sales to keep your income 
abreast of the inflationary spiral, 
then Mister you had better write 
Pacific National and find out a 
good solution to your “grave 
digging” problem. 

Pacific National has a new flex- 
ible investment contract that will 
put air in your lungs, money in 
your pockets and a smile on your 
face. 

WRITE Kenneth W. Cring, Vice Presi- 
dent and Superintendent of Agencies; 


he has some fine G. A. openings for 
the right men. 


PACIFIC NATIONAL 
LIFE ASSURANCE CO. 
SALT LAKE CITY, UTAH 
Ray H. Peterson, President 
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AMONG COMPANY MEN 





life of Virginia 
Executives Move Up 


Life of Virginia has promoted Wil- 

fam R. Shands from general counsel 
to a 

d general coun- 
: and H. E. Pe- 
terson from assist- 
ant vice - president 
to vice - president. 
William A. Knight, 
J. Turner Henley, 
gnd R. Turner Ar- 
rington have been 
advanced from as- 
sistant secretaries 
to assistant vice- 
presidents. 

Gene ‘C. Moore 
has been raised 
from assistant ac- 
tuary to associate acutary; R. Meade 
Christian from assistant manager in 
the mortgage loan division to assistant 
secretary; Harley W. Duane, Jr., to 
assistant secretary; Thomas W. Evans 
fom manager of the group division 
to assistant secretary, and John B. 
Siegel, Jr., from assistant manager of 
the bond divison to assistant secretary. 
Shands Heads Counsel Association 

Robert T. Marsh, Jr., president of 
the First & Merchants National Bank 
of Richmond, was elected a director to 
succeed the late H. ‘Hiter Harris. 

Mr. Shands began his legal career 
with the securities division of the Vir- 
ginia corporation commission and then 
was with the state division of statu- 
tory research and drafting. He began 
with Life of Virginia in 1940 as counsel, 
was named general counsel in 1943 and 
adirector in 1946. He is curretnly presi- 
dent of Assn. of Life Insurance Coun- 
sel. 


Cobb Heads Prudential’s 
Organization Division 

Prudential has promoted Raymond 
W. Cobb, director of organization and 
methods, to executive director of that 
department. Mr. Cobb joined the com- 
pany in the actuarial department in 
1932, and after transferring to the super- 
visors department, he became assistant 
manager, and later manager, of the in- 
dustrial commission department. In 
1940, he was appointed assistant super- 
visor of methods, and in 1947, he was 
named director of organization and 
methods. 





W. R. 


Shands 








Prudential Advances Three 
at Western Home Office 


Charles W. Lauve has been promoted 
to investment manager of the bond de- 
partment of the western home office of 
Prudential. John K. Selden becomes in- 
vestment analyst and James M. Thayer, 
Jt, associate investment analyst. 

Mr. Lauve attended University of 
Alabama and Harvard scliool of business 
administration. He joined Prudential 
i 1933 as mortgage loan inspector at 
Birmingham, Ala., and was named as- 
sistant manager at Los Angeles in 1937. 

e became assistant general manager of 
the western home office bond depart- 
ment in 1950, 

tr. Selden attended Princeton and 
Went with Prudential in 1946 at the 
ewark home office. He transferred to 

Angeles in 1948 when the western 
ome office was established. Mr. Thayer 
Was born in Wisconsin, graduated from 
U.C.L.A., joined Prudential at Newark 
Mm 1948, and transferred to Los Angeles 
later that year. 





Appointed Agency Secretary 

Great American Reserve has named 
lburn L, Page director of public re- 
tions and agency secretary. Mr. Page 





YIM 





was formerly an account executive in 
public relations and advertising with a 
Dallas advertising firm. 





Guarantee Mutual Board 
Chief Retires, Raise Others 


R. E. Langdon has retired as chair- 
man of Guarantee Mutual Life of 
Omaha. Mr. Langdon has been with the 
company for 42 years and has retired 
under the retirement plan. Dr. J. P. 
Donelan, who has been medical director 
since 1940, was advanced to vice-presi- 
dent and medical director. J. D. Cranny, 
Omaha attorney, has been named to the 
board to succeed Mr. Langdon. 

The following were promoted to the 
positions shown: R. H. Christoffersen, 
Manager premium accounting; E. A. 
Fitch, superintendent of claims; F. C. 
Heidemann, chief accountant; D. G. 
Hinkle, field supervisor; H. A. Munson, 
assistant underwriting secretary; N. G. 
Rydberg, assistant supervisor commis- 
sion section; L. F. Semrad, supervisor 
commission section; G. M. Stanley, un- 
derwriting secretary; G. F. Sterns, as- 
sistant superintendent of agencies; F. R. 


Stranglen, tabulating supervisor; P. G. 
Taulborg, assistant supervisor commis- 
sion section; Ethel Weber, supervisor 
disbursements. 





Business Men’s Assurance 
Appoints Lobb, Griffiths 


Business Men’s Assurance has ap- 
pointed William L. Lobb assistant 
treasurer, and Robert T. Griffiths edi- 





William L. Lobb Robert T. Griffiths 
tor of the B.M.A. Bulletin. Mr. Lobb 
has been in the investment department 
since joining the company in 1948. He 
is a graduate of the University of Kan- 
sas. Mr. Griffiths joined the company 


in 1946 and has been assistant to Jack 
R. Morris, director of public relations. 





Maryland Life Raises Biven 


Maryland Life has promoted Chester 
O. Biven to director of agencies, and 
appointed Edwin V. Kapp to succeed 
him as general agent at the home office. 


Wharf Group Secretary 
North American L. & C. has named 
James E. Wharf group secretary. He 
has been with the company for 19 
years and has been assistant group sec- 
retary for eight years. Before special- 
izing in group administration and under- 
writing Mr. Wharf engaged in actuarial 
and estate analysis and programming. 


C. W. Faulkner Agency Chief 


C. W. Faulkner, former Kansas City 
manager, has been elected superintend- 
ent of agencies of Woodmen Accident 
and Woodmen Central Life. He is a 
cousin of President E. J. Faulkner. 


West, Wirth Advanced 


Robert H. West, secretary-treasurer 
since 1937 of Kentucky Central Life & 
Accident and with the company since 
1920, has been made executive vice- 
president, a newly created office, and 

















Assurance Company 


ORDINARY + GROUP - GROUP PERMANENT 


P. 


Applicants unable to qualify as 


themselves as penalized when 


offering every attraction of low 
net cost... is written standard 


310 S. Michigan Ave., Chicago 4 


YOU NEED NOT 


RISK LOST SALES 


There is one trouble with 
preferred risk policies 


preferred too often regard 
offered standard. 


Result? Sales lost. 
Not taken policies. 


Our Modified Life 3... 


and sub-standard to 600% 
of mortality. 


It covers the market 


Continental 


















... and avoids the disadvan- 
tages of the fine line between 
“preferred” and “standard.” 


Associates: 


%, Continental Casualty 





Term for diabetics... something new... 
'e is available through Continental. 


H Company 
Transportation Insurance 
Company 
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the life, accident 
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came a supervising Robert J. Sullivan 
adjuster at New York City before his 
appointment as assistant secretary in 





pany as a field supervisor at Peoria in 
1935, and became assistant manager 
there in 1939. He was made manager 
at Dayton in 1944, and sent to the home 
office as agency assistant in 1949. The 
following year, he was appointed assist- 
ant superintendent of training. 
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Fifty-Seventh Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $173,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $76,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $211,000,000 .. . The 
State Life offers splendid oppor- 
tunities — with liberal contract, 
and up-to-date training and serv- 
ice facilities — for those qualified. 


Ww 


THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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agency. 

“Instead of discussing those questions 
in their order, let’s find out which ques- 
tion or questions loom largest in the 
prospective agent’s mind. His particular 
interest may well reveal his character 
and thinking.” 

To dramatize a recruiting interview, 
Mr. Day uses a tape recording, when 
the prospect’s wife is present, of what 
a successful agent’s wife thinks about the 
business. A series of third dimension 
“stereo-realist” pictures showing an 
agency group sales meeting, some ban- 
quet pictures, and some individual pic- 
tures of agents and their families in their 
homes are also used. 

“Many of us could retire today on the 
money and effort we have invested un- 
wisely in men who should not have 
entered the business in the first place,” 
Mr. Day observed “The reward or 
penalty of selection comes later. Pick 
out the type of man you want who will 
fit in your agency. Your ultimate goal is 
a satisfied policyowner clientele built 
by competent and enthusiastic salesmen 
who can fufill your philosophy of the 
business.” 





Mehr to Speak at Columbus 

Prof. Robert I. Mehr of University 
of Illinois will address Columbus, O., 
managers March 14 on “Training Tools 
for Management.” 





Hear Social Security Man 


Austin, Tex., cashiers heard James 
B. Marley, manager of the social 
security office there, trace the devel- 
opments of social security benefits. He 
showed how age requirements leave 
gaps which require the service of life 
insurance if the worker would have his 
family receive the benefits which he 
plans for them to receive. 


Archibald E. Crow, Texas Life, re- 
viewed the chapter on salesmanship of 
the book on management methods by 
Hugh S. Bell at the March meeting of 
the Fort Worth managers. 








Extend Mich. Reorganization 


Following the designation of J. W. 
Wickstrom as supervisor of life and 
A. & H. insurance in the reorganization 
program of the ‘Michigan department, 
John ‘Hurth has been named A. & H. 
assistant to Mr. Wickstrom. A life as- 
sistant will be named “as soon as possi- 
ble,” Commissioner Navarre states. 

Mr. Wickstrom also has been made 
second deputy commissioner. H. B. 
Thompson, former director of the life 
and fraternal division, is now chief 
deputy commissioner. 


Leading Prudential Agencies 


The Prudential presidential citation 
for outstanding sales accomplishment 
during 1951 will be presented to the 
following ordinary agencies: Campbell, 
Newark; Laney, Charlotte, Tally, 
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ACCIDENT AND HEALTH 





Set Dates for L.I.A.M.A. 
Spring A. & H. Meeting 


Accident and health writing member 
companies of Life Insurance Agency 
Management Assn. will have their spring 
meeting April 7-9 at the Drake Hotel, 
Chicago. Almost 80 L.I.A.M.A. com- 

ies now write A. & H., and other 

interested companies have also been in- 
yited to atend the spring meeting. 
There will be five working sessions 
with formal speeches held to a minimum 
and emphasis placed on the panel-open 
forum discussion. The program will in- 
clude presentations of training plans, 
new sales ideas, and reports on manage- 
ment problems confronting the agency 
officer. The conferences will concentrate 
on the combined agency operation where 
life, accident and _ health are sold. 








Frank Vesser, General American Life, 











heads the program committee. 





Set Conn. UCD Hearing, 
Mass. Bill Advances 


A public hearing has been scheduled 
for March 10 at Hartford by the Con- 
necticut legislature’s special commission 
on non-occupational disability compensa- 
tion. Proposals on compensation plans 
will be heard. They will be considered 
in studies with labor, management and 
insurance groups. The committee is to 
report to the 1953 legislature. 

The Massachusetts legislative com- 
mittee on labor and industry has ap- 
proved a monopolistic state fund bill for 


non-occupational disability compensation 


which has the backing of labor unions. 
It is believed that the bill faces almost 
certain defeat in the house. Union -lob- 
byists are continuing their “no compro- 
mise” attitude which led to defeat of the 
proposal in the house for the past three 
years. 





Disability Sales Course to 
Be Given at Wichita 


A disability insurance sales course 
will be given March 24-26 at Wichita, 
sponsored by Kansas Assn. of A. & H. 
Underwriters in cooperation with the 
University of Kansas extension divi- 
sion, Moderator will be Bert A. Hedges, 
Business Men’s Assurance, zone chair- 
man of the International association. 
Speakers and discussion leaders will in- 
clude: Garland Scott, education director, 
and Maynard Willis, agency director, 
Farmers & Bankers Life; Deane Myer, 
Smith-Stone-Snyder, Wichita; Edgar 
Howe, agency supervisor, Mutual Bene- 
fit H. & A.; Robert J. Ewing, assistant 
field supervisor claims department Mu- 
tual Benefit H. & A.; Don Compton, 
President Pyramid Life; C. M. Barrick- 
low, assistant to vice-president Business 

ens Assurance; E. L. Mack, general 
agent, Provident Life & Accident; L. H. 

aufman, general agent, Central Stand- 
ard Life; Robert Dulley, group man- 
ager, Aetna Life, and Fred Sharpe, 

Niversity of Kansas _ salesmanship 
lecturer, 





Disability Income Profits 


A profit in 1951 business even after 
setting up additional voluntary reserves 
Was reported at the annual meeting of 
the Disability Income Insurance Co., 
indianapolis, by Richard Calkins, presi- 


The company, formed several years 
ago to take the disability income busi- 
ness of life agents in Indiana, numbers 
Several prominent life men in the state 
on its board of directors. It writes only 
Non-can A. & H. 

Calkins also announced that the win- 
ner of the production trophy for the 
year was H. J. Peirce, Massachusetts 

utual, Indianapolis, immediate past 


XUM 


president of the Indiana Association of 
Life Underwriters. 

Reelected to the board at the meeting 
were Oren Pritchard, manager Union 
Central Life, Indianapolis, current 
president of the Indianapolis managers 
and national committeeman from In- 
diana; Dr. Harold C. Ochsner; and 
Laurence H. Earle, president of the In- 
dianapolis board of trade. 

Profit before additions to reserves 
amounted to 3% on_ stockholders’ 
money. 





Peterson Goes to Seattle 


The Woodmen Central companies 
have named Burton E. Peterson man- 
ager for western Washington at Seattle. 
He succeeds C. Les Adams who held 
the post for six months. Mr. Peterson 
started with the companies in 1945 and 
was with the Minneapolis agency for 
two years. He became a field repre- 
sentative for the northern territory in 
1947 at Minneapolis and has been en- 
gaged in recruiting and training activity. 
He is the son of Nels J. Peterson of 
Little Falls, Minn., district manager 
for the companies. 





Incontestable Rider Doesn’t 
Protect Age Falsification 


An age adjustment provision in a life 
policy is not affected by an incontestable 
clause, California supreme court has 
ruled in New York Life vs. Hollender, 
CCH 14 (Life, Health & Accident) 
141. The matter of insured’s correct 
age would be open to investigation dur- 
ing the life of the policy, the court held, 
and if a mis-statement as to age is dis- 
covered it would not void the policy, 
but any amount payable under it would 
be adjusted at the true age. 

Insured contended that insurer’s at- 
tempt to reduce the face amount of the 
policy constituted a contest of the pol- 
icy after the time limitation on it had 
expired and, therefore, the company 
was precluded from inquiry into the 
correctness of insured’s statement of 
age. Insurer’s view was that it did not 
contest the provisions of the policy, 
but only sought to confine its liability 
within the express policy terms. 





Los Angeles Accident-Health Under- 
writers Assn., following the appoint- 
ment of a nominating committee to re- 
port at the March meeting, devoted its 
session to discussion of underwriting 
problems. 


RECORDS 


Pacific Mutual has reported across the 
board gains in new business for the 
month ending February 15 of 20% in life 
and 25% in A. & H. Number of applica- 
tions has increased in about the same 
proportion in both departments over 
business for the same period last year. 

Paid business for Bankers Life of 
Iowa for January totaled $16,508,125, an 
increase of 38% over January of last 
year. Ordinary sales were up $2,261,102, 
and group sales increased $3,006,982 for 
the month. Insurance in force at Jan. 31, 
was $1,687,031,071. 

Since its incorporation in 1948, Ameri- 
ean Investors Life has increased its in- 
surance in force to $20 million through 
Jan. 31, 1952. 


New Hartford City Plan 


About 3,000 employes at Hartford will 
benefit from a new group life plan which 
goes into effect April 1. It will be_un- 
derwritten jointly by Aetna Life, Con- 
necticut Géneral and Travelers. Z 

The present group life plan for munic- 
ipal employes gives them $1,000 of 
insurance for 70 cents a month, Under 
the new plan they will pay 10 cents less 
per $1,000 and will be allowed to carry 
up to $5,000, depending on earnings. The 
city’s contribution will be increased from 
$19,000 to $39,000. 








rength | 


. + iS @ predominant characteristic of our com- 


pany. Strength — “Enduring as Rushmore” — is 


back of you when you join the outstanding field 


force of National Reserve Life. 


We are now embarking upon a tremendous ex- 


pansion program which offers real opportunity to 


you... for a profitable career. 


Our tested, proved sales training methods, plus 


the full cooperation of our strategically placed 


Regional Home Offices — are additional assur- 


ances of success for you! Write today! 
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Four Decades of Progress 


1. An all time high in new sales, 
$116,000,000 in 1951 (Includes 
re-instatements and revivals) 

2. Half a billion dollars of insur- 
ance in force 

3. Complete mutualization 

4. The completion and occupancy 


of our new $3,000,000 Home 
Office building. 


Reason 





WE HAVE: 
A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS 
and 
HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . . . PLUS 


1. Free Hospitalization 3. A Non-Contributory Pension 
2. Group Insurance up to Plan 
$6,000 4. Disability Benefits 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 
Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


For Information Address 
CHARLES J. MESMAN 







CRAWFORD H. ELLIS 


President Superintendent of Agencies 
EDWARD G. SIMMONS 
Executive Vice-President PAN-AMER ICAN 


_ KENNETH D. HAMER LIFE INSURANCE CO. 
Vice-President & Agency Director NEW ORLEANS, U.S. A. 




















YOUR CLIENTS 
DESERVE THE BEST 





Complete Coverages in— 


LIFE INSURANCE 
ENDOWMENTS 
ANNUITIES 
COMBINATIONS 


LIFE « HEALTH - ACCIDENT 


GROUP INSURANCE 
HEALTH & ACCIDENT 
HOSPITAL 

POLIO 


Over 190 Service offices in the 
United States, Alaska and Hawaii 






UNITED BENEFIT 


LIFE INSURANCE CO. 


HOME OFFICE +» OMAHA, NEBRASKA 





Profit Sharing 
Amendment Made 
by Wage Board 


WASHINGTON — Wage _ stabiliza- 
tion board has amended section 3 of 
general wage regulation 21 which deals 
with profit-sharing plans of the deferred 
compensation type. 

Chairman Feinsinger said there is 
nothing unstabilizing in the amendment 
since the requirement that normal re- 
tirement and permanent and total dis- 
ability benefits be paid over at least 
a 10-year period guards against “pos- 
sible abuse.” 

Feinsinger said the amendment (1) 
removes the former requirement, with 
respect to normal retirement at or after 
65 or retirement due to permanent and 
total disability, of 10 years participation 
in the plan, and (2) with respect to 
benefits payable upon severance, it re- 
tains both the requirement that pay- 
ments cannot begin until at least 10 
years after an employe’s admission to 
the plan and the additional requirement 
that payments must be made over at 
least 10 years. 

The requirement of prior approval 
by the internal revenue bureau is re- 
tained with respect to all kinds of bene- 
fits covered by section 3. 

Feinsinger said WSB amended sec- 
tion 3 because “investigation showed that 
the requirement of 10 years’ participa- 
tion in the plan was too stringent when 
applied to normal retirement and per- 
manent and total disability benefits.” 

If this requirement had been retained, 
Feinsinger added, most profit-sharing 
plans of the deferred compensation type 
could not be put into effect under self- 
administering provisions of regulation 
21, but would have to be submitted to 
the board in the form of a petition. 

Text of amended section 3 of the 
regulation follows: ‘ 

“Parties may, subject to the reporting 
and waiting-period provisions of sec- 
tion 5, below, put into effect new or 
amended profit-sharing plans, approved 
by the bureau of internal revenue under 
pertinent regulations, which provide for 
the payment of benefits, derived from 
employer contributions, upon retirement 
for reasons of age at or after age 65, 
or upon retirement due to permanent 
and total disability, where such pay- 
ments are payable over at least a 10- 
year period. A plan may also provide 
for benefits payable upon severance 
provided that (1) payments under 
such plan do not begin until at 
least 10 years after an employe’s admis- 
sion to the plan, and (2) payments are 
payable over at least a 10-year period. 
No immediate benefit derived from em- 
ployer contributions may be provided in 
the form of a lump sum cash or loan 
value except in the event of the em- 
ploye’s death.” 


To Hold Tax Institute at 
Pa. State College May 18-22 


How to use the decisions and legis- 
lation of the past 12 months in every- 
day tax practice will be featured at the 
institute on taxation at Pennsylvania 
State College May 18-22. 

The topics to be covered will include: 
How to select the best form to operate 
a business today; tax planning under 
the excess profits tax; how to use the 
new capital gain provisions; how to use 
modern tools in estate planning; how 
to use the new decisons in plan- 
ning and preparation of returns for de- 
cedents, trusts and estates; how to plan 
for executives’ compensation and how 
to use life insurance in connection with 
a business. 

The session is sponsored by Pennsyl- 
vania Tax Institute which includes rep- 
resentatives of Temple University, Uni- 
versity of Pittsburgh, University of 
Pennsylvania, Pennsylvania State Col- 
lege, Pennsylvania Bankers’. Assn., 
Pennsylvania Chamber of Commerce, 


Pennsylvania Assn of ‘Life Underwriy. 
ers and Pennsylvania Bar Assn, 


Pay $406,000 in Accident 
Benefits on Three Air 
Crashes at Elizabeth, N, J, 


Member companies of bureau of Ag 
H. underwriters have paid $406,000 jy 
accident insurance benefits to_benefig. 
aries of persons killed in the thre 
airline crashes at Elizabeth, N. J., De 
16, Jan. 22 and Feb. 11. 

The payments were under policies og 
accident insurance held by persons log 
in the crashes, and do not inclu& 
amounts paid to beneficiaries of crag, 
victims under life insurance policies or 
amounts paid by insurors for other jp. 
sured losses resulting from the crashes, 

Since the war, the air travel exclusiq 
has been eliminated from nearly 
accident policies. The liberalization g 
coverage, which was not accompanie 
by a premium increase, has resulted jy 
payment of $820,000 for disability ang 
accidental death benefits which other. 
wise would not have been paid, th 
bureau states. The principal amounts, 
as broken down, are $371,000 for acc. 
dents resulting from scheduled airline 
flights; $199,000 for accidents resulting 
from private flights, $148,000 for acc 
dents resulting from scheduled over. 
water flights. 


L.U.T.C. Elects Orville 
Beal Its President 


Life Underwriter Training Count 
has elected Orville E. Beal, vice-pres- 
dent of Prudential, as president, and 
‘Chauncey D. Cowles, Jr., Northwestern 
Mutual Life Buffalo, vice-president to 
succeed Mr. Beal. Mr. Cowles has been 
a trustee. 

New trustees are O. Kelley Ander. 
son, president of New England Mutua 
Life, and Richard N. Lewis, manager 
for Great National Life at Austin, Tex. 


Coffin’s Talk Published 


A collection of articles and talks by 
Vincent B. Coffin, senior vice-president 
of Connecticut Mutual, has _ recently 
been published by his company to honor 
Mr. Coffin on his 20th anniversary with 
the organization. 

The field force sponsored a special 
tribute to Mr. Coffin last fall and wrote 
a record-breaking volume of $39,104,652 
of life insurance during that month. 
More than 500 agents participated in the 
campaign and each one has received a 
copy of this book. 

The 128-page volume contains 17 
articles which have appeared in various 
insurance publications in the past 2% 
years. It has Mr. Coffin’s fascimile sig- 
nature in silver embossed on the front 
cover. 











United Bankers Life has named 
George F. Heath, Dallas attorney, di 
rector of claims. 


Fine Business Stationery — 
is Watermarked 


: =a J 

“Say it’ on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
+. has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples... . OF write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 

Makers of fine papers since 1883. 
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ness am 
Cigar Sc 


Just 
$30,000 « 
mailing | 
had aro 
which ] 
when w 
your pr 
on, fello 
and quit 
why yot 
dough r 

“Thin 
are not 
nual inc 


for their 
Sent to 
One « 


send a | 
who has 


means b 
Distinct 

Wher 
ceived < 
cigar id 
other cc 

Wher 
May re 
marches 
brate. L 
day. Jar 
congratt 

Wher 






































itch 7, 19% March 7, 1952 LIFE INSURANCE EDITION 19 
== — 
. N. ]. O BICKEL’S IDEA I e = the prospect feel that he would like to 
au of Ag .— tter Ss Merit the talk with you, she counselled. 
$406,000 ; . a . = She suggested writing short sentences, 
“a benefc. Cig ar in Plastic Tube Attention of Agents no more than 17 words, and that these 
the three words be_ short, non-technical, talk 
te ies N ] G ti Some “do’s” and some “‘don’ts” in words. 
( ‘arr life insurance letter writing were offered Although lawyers and doctors may 
Policies of Ove ree Ings is: gps F, — mat Bs be - ne words, eae some people think 
Ersons log e , F 5 policy owners services bureau of Mutual that this is good for their prestige, she 
Ot includ h De yng — me ap "eit tc the Psy gy lng a yeild papa t bar Benefit Life, in a talk before the New said that an agent’s objective is to make 
s ¢ Crash oa o age that’s pencil 8 P P _— bi City Life Underwriters Assn. . sale, = bertengr yd to build sresten 
Policies oy d it Rhy ince every letter sent out costs around He can’t do that if the prospect gets the 
r other jp. a", a Pens Psi prthars yn: ae _ $1, she said that letters are worthy of idea that he has been following a dic- 
he Crashes Robert O. Bickel, type of prospect to provide the unusual 2ttention. Basically, she observed, the tionary while dictating the letter. 
1 oxclusion National Life of touch that insures, nearly every time, %™Pression clients get of an agent may As an alternative to “paid. up po licy 
nearly all Vermont, Cedar a better reception for the message than ‘ePend on how his letter looks and she suggested using the phrase ‘policy 
pica Rapids, sends out could be had without it what he says in it. She urged making 0m. which no more premiums are to be 
companied | cigars ‘in transpar- : letters easy to read and easy to under- paid,” to use “when due” instead of 
resulted in ent plastic tubes to fe stand. Don’t try to confuse the prospect mature or please sign this paper 
ibility ang prospects and New Detroit Address or policyholders, she advised. Make him not “execute this instrument or “T’ll 
ich other. clients and he finds The address of The National Under- feel comfortable. Don’t try to put him try to find out” instead of “I'll endeavor 
Paid, the it pays big divi- writer Co. office at Detroit has been in an inferior position. That is what is to ascertain. 
: emouns dends. It’s proved changed to 1102 LaFayette building. done when a life insurance person uses _ Better letters use plenty of people in 
| re acti. business in The telephone number is Woodward the complex jargon of the industry that their texts including names, personal 
ee airline f another way, too. 1-2344. A. J. Edwards is the resident outsiders cannot and need not under- pronouns, and so forth. 
a His daughter, ox: ex: lees manager in Detroit. stand. Try to have your letters make She also likes them to be neat and 
led on Mrs. Jocelyn Bickel . 
-? Fehrenkrog, sells the tubes and cigars 
and has built up quite a substantial busi- 
ness among life insurance men. 
. Cigar Sold $30,000 Case 
Just recently Mr. Bickel sold a 
- Counc] | $30,000 case that he credits to his novel 
vice-pres- | Mailing piece. On that occasion the cigar 
dent, andj had around it a long strip of paper on 
thwesten | Which Mr. Bickel had written: “Bill, 
sident to] When we were talking yesterday about 
has been} your program, I wanted to say, ‘Come 
on, fellow, Soci go Ned pote: the M.D. a 
Ander | and quit thinking about all the reasons 
5 A) Sie Soe eat aed eit 2s FORTY-FIFTH ANNUAL STATEMENT 
manage} dough right now.’ — 
stin, Tex, “Think these things over: (1) You December 31, 1951 
are not insured hd five times your an- 
nual income, and that is a minimum in * * 
d — your ae @) You have great future Condensed from Report filed with Indiana Department of Insurance 
talks by} and your value to your family shou e 
president} underwritten. (3) In this business we ASSE TS 
Pig a o omnes woeee even a ee United States Government Bonds ................eeeeeeeeeees $ 1,878,161.44 
ime makes a difference in insurability. * +1 
a a ee ee Corporate, Public Utility and Other Bonds.................... 12,107,460.88 
; ideas for using the cigar novelty. His Rota HONGSG. . oc cen eecicddeceduceccas cee dee deucece ota me $13,985,622.32 
. Pp. daughter, incidentally, supplies these in First Mortgage Loans on Real Estate..............--. e+e eeeeeee 8,327,796.58 
see Sercopraphed form in = customers Loans on Company’s Policies ......... giekessadebueetoueecnae 1,350,419.37 
‘moeth. ee oe OF Oe Stocks—Preferred and Common .............-ceceeccceececces 70,906.00 
ed in the | Sent to New Father Cash in Banks ........ Arey Re eee Sear ee Fee Nee 786,782.40 
ceived a One of the most effective ways is to Net Outstanding Premiums ................eeee eee ceeeeeeeees 381,624.63 
ains 17 ms hag 2 ace go Apr at The —_ Real Estate, Including Home Office Building.................. 63,991.84 
; » has just passed out a large number 
varius of cigars to his friends gets quite a kick Interest Due and Accrued ............c cece ccc ce cece ceeceece ___ 152,797.49 
Le Ps out of receiving a cigar for himself en- Total Admitted Assets ..... Baars ia cl i aA ct A At $25,119,940.63 
he front sigs ina ge Seeee aoc — ae 
ppropriate message on the back o 
a business card. He may use this jingle wise LIABILITIES 
named | “Tapped around the cigar: enue i NR a oat Vins 60 hk RRR aie ba Oe AON de $20,124,041.35 
ney, & “Congratulations, John Doe Reserve for Reduction in Interest Assumption.................. 1,250,000.00 
, pay Be it hens Meng done Deere Be Th Io 6 od ict nccwencccccctsdabcsccocececess 1,018,889.24 
Feelin g you'll aa J eo you, Reserve for Coupons and Policy Dividends..................... 625,686.25 
After what you've been through.” Premiums and Interest Paid in Advance..................-2202+ 315,897.81 
Or this: Reserve for Claims—Proofs incomplete.....................+-- 76,970.58 
_aemaratelations, Joe Brown Reserve for Taxes ...... eM aChRLe esse ws NOT O eee Pewee tides 55,234.27 
tila Ral ae ede pec ipsam Reserve for Security Valuation ................ 2. cceeeee cence 41,283.53 
Congratulations, and best wishes to all Pe NE TI ok See bh ond bed iccc ce duanevelncoebadvadeds 61,937.60 
three Total Liabilities $23,569,940.63 
: Bum eo ae eo RS ne BPRONCGile. acasecniec cere oe cxale = Oi sine: ara'el slarmone ae oka fala 269,940. 
a libel and the twig on the Reserve for Contingencies .......... eetanertie ke bal rete: $ 550,000.00 
Though the cigar motif ties in with Capital Stock bt teste eee e eee eeeees pe CRs KE Keene «eh 300,000.00 
the birth of a baby, it need not by any Semen CIM iis es 0 hc coc pepe new celal dhebe cies dcmmaan 700,000.00 
ti be confined to such occasions. Total Surplus to Policyowners...............00 eee eeeceeees 1,550,000.00 
istin e ee e ————— 
— oe — pone ‘i Tate atic eanmanas itso ersee7 sts rns Fi corns sesaalunie dy $25,119,940.63 
3 a prospect or client has re- SERS Pepe AERC IME ey hee a haretubods ce . 
ceived a promotion, the novelty of the $ $112,063,258.00 
cigar idea makes it stand out among 
Other congratulatory messages. Pp E 0 Pp L E 
< me We a a omy the message 
y read, “Birthday greetings. Time 
eon! Have a cigar on me to cele- “The Friendly Company" 
€. Lots of good wishes on your birth- ° 
ay. Jan. 15 is a big day in your life— Frankfort Indiana 
congratulations!” 
here it is a birthday greeting to a 
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Sound employee relations 
make a good business better 














for your clients 








Business leaders today recognize the necessity for man- 
agement not only to make a sound benefit program 
available for employees, but at the same time to achieve 
better employee understanding of the many benefits. 






Connecticut General is doing extensive research on 
this subject, in partnership with companies it serves 
and in cooperation with experts in the field of com- 
munications. The resulting knowledge is being inte- 
grated with that gained in Connecticut General’s 39 
years of group insurance experience. 


CONNECTICUT GENERAL 
LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 














LIFE © ACCIDENT + HEALTH © GROUP INSURANCE AND PENSION PLANS © PENSION TRUSTS © ANNUITIES 

















THE NORTHERN LIFE INSURANCE COMPANY 


Provides its Underwriters — 





@ Generous First-year Commissions 

@ Full Renewals to the [5th Year 

@ Group Life-Accident-Health Protection 

@ A Life Income Pension Plan 

@ Prize-winning Sales Helps 

@ A FULL Sales Kit, Including Life, Accident, Health, 
Hospitalization, Group Life, Group A & H, Salary 
Savings 


Managerial Openings in Newly-opened Midwestern Territory. Write 
Direct to Home Office; L. J. Myklebust, 940 Des Moines Bidg., Des 
Moines, lowa. 


NORTHERN LIFE 
INSURANCE COMPANY 


Established 1906 


D. M. MORGAN, President 
Heme Office: Northern Life Tower 





Seattle, Washington 
* 
LIFE * ACCIDENT * HEALTH 
Issued together at a substantial saving, 
or separa 








well arranged on the paper. A finely 
balanced letter with attractive design 
has a positive psychological effect on the 
person who gets it. On the other hand, 
she said, a letter that is crowded at the 
bottom of the page, for example, gives 
the person getting it the feeling that 
they have been hit on the top of the 
head. 

Modern up-to-date persons use only 
a few capital letters, and don’t use 
participial closings to their letters any- 
more, either. 

Try to get a “you” into the beginning 
of a letter instead of an “I.” “Perhaps 
you can thank the person for something 
they have done,” she said. “This gives 
the person a feeling of well-being in that 
they have done something for you.” 

Be neither arbitrary nor abrupt, she 
counselled, especially in answering some 
request in the negative. Be sure to use 
the correct name, correctly spelled, and 
the correct title. And, answer promptly. 
Another tip that she offered agents was 
to adopt the practice of sending the 
extra letters that aren’t really necessary 
but which if they extend congratulations, 
sympathy, or help, are appreciated all the 
more because they were not essential. 


Tells Record of Insurers’ 
Violations fo Labor Law 


According to the U. S. Department of 
Labor wage and hour and public con- 
tracts divisions, 37% of the insurance 
establishments investigated during the 
past fiscal year were found to have vio- 
lated the fair labor standards act’s mini- 
mum wage, overtime pay or child-labor 
provisions. 

“The 1951 record makes it clear that 
greater efforts on the part of some mem- 
bers of the insurance industry would pay 
off in reduced liabilities for back wages 
owed employes,” Wm. R. McComb, the 
divisions’ administrator, declared. His 
report shows that a total of $50,294 in 
back wages was paid to 911 employes, 
as a result of the divisions’ activities. 
This does not include amounts awarded 
by courts to employes who exercised 
their statutory right to sue for back pay 
and liquidated damages. 

“Although most employers know that 
the amendment raised the minimum 
wage to 75 cents an hour from 40 cents, 
the divisions found that a sizable minor- 
ity of establishments — 20% of those 
investigated — had failed to observe 
this requirement when paying some of 
their employes,” McComb said. 


Short on Overtime Pay 


“More extensive were overtime pay 
violations, found in 28% of the investi- 
gated establishments.” The amended act 
continues to require payment of at least 
time and one-half the regular rate of 
pay for all hours worked in excess of 40 
in the workweek, except where the act 
specifically provides otherwise. “What 
the amendments did was to define the 
regular rate to include all remuneration 
for employment except certain specified 
payments.” 

Failure to comply with the child-labor 
provisions was disclosed in 10% of the 
investigated establishments, McComb 
noted. The child-labor requirements set 
a minimum age of 16 for most jobs, with 
18 as the minimum for occupations des- 
ignated hazardous by the Secretary of 
Labor. Employment of boys and girls 
of 14 and 15 years of age is permitted in 
a few types of jobs — such as office and 
sales work — under strict restrictions on 
hours and working conditions. 

The violations found were not repre- 
sentative of the compliance record of 
all whose employes come within the 
provisions of the act. The divisions’ 
policy is to make investigations where 
there is reason to believe that violations 
will probably be found. 


Unity L. & A. Plans Cruise 


Members of the president’s club of 
Unity L. & A. will embark on a cruise 
to last from March 7 to March 15 that 
will take them to Haiti and Cuba. There 
will be 36 club members and their wives 
making the trip aboard the Holland- 
American liner, Nieuw Amsterdam. 


Occidental of California 
Opens Series of Meetings 


Occidental of California representa. 
tives from the western United Stat 
Canada, Hawaii, and the Philippines 
will open the company’s four-day west. 
ern regional convention on March 9 
San Francisco. 

Highlight will be an address by Hor. 
ace W. Brower, president. Sales plans 
advertising and promotional campaigns 
will also be discussed. Many of the 
147 delegates will receive achievement 
awards. 

The eastern regional meeting will be 
held next week at Cincinnati, and op 
March 23, top producers from _ both 
regions will meet at White Sulphur 
Springs, W. Va. 


WANT ADs 


Rates $13 per inch per insertion— 1! inch mini. 
mum. Limit—40 words per inch. Deadline Tues. 
day morning in Chicago office — 175 W. Jack. 
son Bivd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











WOMAN 
LAY UNDERWRITER 


Excellent opportunity for experienced woman 
underwriter, under age 45, with well established 
midwest woman's fraternal life insurance organ. 
ization. 

Write in confidence giving age, previous and 
present employment, educational _ background, 
sspetenss, present salary and other pertinent 
information. 

Personal interview in Home Office at Com- 
pany's expense will be arranged for selected 
applicants. 


Address K-29, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








ASSISTANT TO 
NORTHWESTERN MUTUAL 
GENERAL AGENT 


Excellent opportunity to learn General Agency 
work by assisting Northwestern Mutual General 
Agent in midwestern city of 250,000 population 
in recruiting, training agents. 

Salary and bonus reflecting results plus com- 
missions on personal business. 

If you have clean record with personal produc- 
tion of $200,000 write complete details in con- 
fidence. No inquiries will be made before you 
are contacted. 


Address K-48, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








UNIT MANAGER WANTED 


An 82 year old Life Insurance Company has an 
opening in their Chicago office. Salary 

gd overwrite and bonus. The applicant must 
have a successful sales record and experience 
in recruiting or management work. Address K-50, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








20 YEARS’ EXPERIENCE AVAILABLE 
More than half in agency dept. of a north central 
company with 100 millions in force. Experienced in 
advertising, sales contests, house organ, agency acctg., 
conventions, contracts, finaneing, etc. Age 39. Goed 
references. Desire position as supervisor or better in 
agency dept. of progressive company. Address K-51, 
The National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Illinois. 








AVAILABLE — FLORIDA 


Going to locate in Florida or bordering states. Have 
15 years in the life insurance business in both sales 
and management capacities. Would like to associate 
with an ordinary or combination company. All pre- 
vious experience with one company. Sincere, adapt: 
able family man. Address K-52, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 








AVAILABLE 


Ambitious, determined young woman BA—CPCU 
—with 10 years insurance experience desires a 
career position. Has executive and supervisory 
ability. $5,200 minimum salary. Address K-55, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 
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nic FRATERNALS New Ditect Mail Service na ie'tt et epuhae Sfethancs EX Program to Be Described 
tings A_new direct mail prospect-contact are streamlined to save as much time _, Michael J. Kane, vice-president | in 
— service is being introduced by Pacific as possible in the field, with handling Charge of research of the Training 
epresenta. Mutual Life. “P. M. Direct Mail” is shared between field man, general agent Within Industry Foundation will dem- 
ed States, Mooney Heads built around a choice of five letters, and home office. onstrate the job economics training pro- 
 hilippines sng ereeerey < ig two- The service was organized and is be- gram of T.W.I. at the March 11 dinner 
day west. 2 color home office letterheads, carrying jng developed by Douglas J. Al h, meeting of Society of L.O.M.A. gradu- 
arch 9 at Neb. Federation a vice-president’s signature and utilizing pe tro ae tn Seal ates in the recreation room of Mutual 
: the built-in reply type of combination Pacific Mutual. Benefit Life, Newark. 
; by Hor. wag ¥ gi so ag pe ig ya address and return card. Each letter 
€s plans, | ney 0 oodmen ofr the or ife, embodies a gift offer plus a direct bid 1 b as 
-ampaigns was elected presi- for an invitation to explain Pacific Mu- alten bn bse ay bg Riese nad of LILA. Meeti M 28-29 
°. Of the | dent of the Insur- tual’s solution for a clearly identified the Rosenbaum agency of Mutual Ben- ““™.* ecoung “ay e 
revement | ance Federation of protection need. efit Life. He had been brokerage man- Life Insurance Assn. of America will 
gz will b Nebraska - y a Use of the direct mail service is en- ager for Mutual Benefit before joining hold its spring meeting at the Home- 
aan z ga The fed. tirely optional, cost to the agent nom- the Rosenbaum agency. stead, Hot Springs, Va., May 28-29. 
om both | eration is com- 
Sulphur posed of 275 com- 
panies and agen- 
cies. 
ey. Mr. Mooney suc- H D 
ceeds E. J. Faulk- 
D S ner, erry _ 
ident, Lincoln. 
amine bine r officers Legal Reserve Life Insurance for Lutherans 
inch mini. elected are V. J. W. E. Mooney Carl F. Granrud, President 
line Tues Skutt, president f ; 
= be Mutual Benefit H. & A., Omaha, 1st HOME OFFICE, 608 SECOND AVENUE SOUTH, MINNEAPOLIS 2, MINNESOTA 
" vice-president ; O. D. Tromble, Stand- 
ER ard eae M sirono = bog The Lutheran Brotherhood is composed of Lutheran Men, Women and Children 
eg N ee L. owning 231,657 life insurance contracts. These people are the Lutheran Brother- 
——— | Brown of Lincoln remains secretary- hood, they own the Lutheran Brotherhood and they alone receive the profits 
counsel. of the Society. There are no stockholders. All Lutherans in the United States 
Mr. Faulkner was appointed chair- and Canada are eligible for membership. 
men of a committee to arrange another 
insurance institute to be held in Novem- = 
Bere ber in cooperation with the University 
vam | | of Nebraska FINANCIAL STATEMENT AS OF DECEMBER 31, 1951 
organ : : ‘“ P 
His election to the federation presi- ) 
ious and dency is the fourth honor accorded Mr. ; eae ae seed Nee EE One eS 
mech Mooney in see, eat He was 
elected chairman of the insurance sec- 
st Com. tion, Nebraska State Bar Assn. in No- “— ASSETS LIABILITIES Aa 
oclectag vember. In September, he was chosen care sm ( 22.87%) $14,800,730.49  *Heserves on yaaa tas 
president of the law section, National WARM soo 66-0 oiv'd bac cee cloone cco UMSO) 12/168,941.59 *Reserves on Disability.............c.s0eeee "178,140.30 
ter, ie aga om b gy reag tenes’ — to that ee eee et Tie yy! 5.16%) 3,336,400.98 sean sence oeeres by statute to pay 
llinois, was elected to the board of governors a soans insure y e bs F ers at ac oy 
of Federation of Insurance Counsellors. 4 yee ( 7.49%) asenciacs * Samulineene ee ee neeeenae 
ee A Woodman since 1911, Mr. Mooney SB, PEERS ( 9.12%) 5,905,004.54 Claims Awaiting Proof.............e.eeee03: 66,831.11 
aaeintal became a national director of the so- Collateral OM 6 ii cees ec oe ae ( 11%) 73,837.02 Present Value of Disability Claims Payable 172,678.01 
ciety in 1931 and later chairman of its cee ( 9.70%) 6,275,301.79 Dividends Left at Interest and Dividends Due 5,878'825.72 
AL National auditors. Prior to becoming *Other Gov’t, State and ; : _ Reserve for Undeclared Dividends........... 750,000.00 
the society’s general attorney in 1945, poe cas Sse ws ant 9.10%) 5,892,278.97 — mee by yt eae dee Stitt sc ee 2,972,064.90 
he specialized in insurance law in Chi- ‘Corporate -’........ +... --( 8.02%) 5,189,791.96 _ of future premiums. 
Agency cago. Be = attorney for several IIli- Preferred SOCKS: « .. esisik esc ( saat esereenne Miscellaneous Liabilities ................04. 654,944.86 
General nois legislative committees investigat- Olicy Loans ..........+.+5+5 51% 2,918,786.7 SE Spor Pe 
ulation | | ing problems of children, charities and |  Premiunig Due and Deferred: :¢ 2.00%) 11296110548 Special and Contingency 770707" rere 
oa ba tg = ae is author of Due and Accrued Interest..... ¢ 61%) 395,666.23 . Reserve |... wagasttecescesreees $_ 384,142.59 
s com: several books and pamp ets on insur- Gites “4 os ont wales wees cee 02% 12.782:82 Jnassigne WMGS So oe cscescses 5,077,896. 
wile ance and related subjects. Husson... { 10%) 61,750.07 Surplus to Policyholders............eeeesees 5,462,039.20 
in cone Modern Woodmen Scores Total Admitted Assets...... (100.00%) $64,717,062.28 Total to Balance..........ccsecesccscccecs $64,717,062.28 
re you ® = a 
Gains in All Categories *Bonds with a market value of $326,468.11 are deposited Solvency Ratio .................-0008- Ratio 107.638% 
ji with Government and State Departments as required by FRUGFORE SOG onic < Fé ceebescesewes Net Rate 3.79% 
ne hg Woodmen M goog a gain = law. Actual to Expected Mortality.......... Ratio 20.22% 
| 097,672 in assets and an increase o 
9 va egy in Re insurance in force 
— uring 1951, bringing total assets to 
D SeMibibe ‘sad iatence th force’ to SUMMARY OF GROWTH AND PAYMENTS TO POLICYHOLDERS 
ete $525,076,543. New insurance issued for ~ 
$4800 the year, adult and juvenile, amounted Ins. in Force Admitted Assets Surplus Interest Earned Death Claims Divs. Paid 
Pres to $41,810,430, $8,600,000 more than the TONS cw ecgeews $ 676,500.00 $ 6,735.09 $ 1,331.47 68.96 3: TOGGG., |... « vateaces 
: K-50, previous year. FOZ sicsin eon as 2,193,500.00 47,943.34 16,095.95 1,522.17 2,000.00 $ 935.91 
Bivd., The financial statement shows that MG ercknnses 9,390,000.00 431,157.68 70,728.56 19,477.66 12,500.00 10,621.00 
69.3% of assets was invested in bonds, ROM ea. § aruisrere soi 37,675,188.00 2,420,549.09 220,928.06 107,834.52 67,993.00 86,203.89 
with the next largest item as first mort- WB oc hehe Bae 51,028,342.00 5,559,928.85 469,920.35 235,056.19 156,579.87 135,199.49 
Tad gage loans, amounting to $27,622,064, NDAD a 6:2°s ecoseretie's 74,888,463.00 11,457,782.59 1,156,215.74 460,916.67 213,754.00 263,783.36 
BLE 16.5% of the total. Contingency reserves 0 paneer 138,755,513.00 24,448,645.60 2,002,999.93 962,148.34 432,288.70 536,164.32 
ay See nent _— pr eeray - — MO car vecsns es 318,627,809.00 56,585,809.06 5,107,506.63 2,118,030.01 469,003.00 1,223,652.62 
mT | year was 4.05% as compared to 3 wn WP cee ese. 366,433,251.00 64,717,062.28 5, 462,039.20 2,423,540.03 770,036.00 —1,414.056.82 
ter In penn The — =" shows a 
eet solvency ratio of 110.11%. 
Blvd, e ) 
Ai —_ Highlights of 1951 Statement 
d Assn. Has Wichita Meet 
1 | uch meeting of the Kansas and Okla- | GAIN IN LIFE INSURANCE IN FORCE 1951 
toma ageaty of Aid “Aueciation for | GAIN IN LIFE INSURANCE IN tii ba ML CE I $47,805,442.00 
Have mee was held at Wichita. Awards | GAHN TN ASsEls PUR PIO. ke ee ee eee eee ee ' ' . 
sales e “gravy train” contest went to i 
_ i. s Brandt, re” ig gion 4 1951 conan 
dapt- € largest volume; cheibe, 
MNMEL Wichita lor the micet cance; M. A Brot AE EER Re NEE ree PL 522 $1,414,056.82  $ 9,849,096.70 
inois. Ellsworth, for the largest case, and _ OTHER PAYMENTS TO POLICYHOLDERS....... 935,742.84 7,125,329.11 
C. E. Carney, Manhattan, for the small- PAYMENTS TO BENEFICIARIES ............... 770,036.00 6,200,248.45 
se est amount of business. 
cv | | Leeper, Medical Head, Dies $3,119,835.66  $23,174,674.26 
“A. di a ging hay Leeper, 48, medical 
ss, rector tor the Praetorians, died of a 
vd., heart attack at his home in Dallas. Dr. $ 
=| | farsa ne baie “bc | INSURANCE IN FORCE DEC. 31, 1951. .. $366,433,251.00 
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Fidelity. 
ae Zi 


Scores 
High 
Where It 
Counfs _!' 
Most 1 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office = Fulton, Illinois 

















THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


E. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 


L. J. BAYLEY 
Secretary 














NEWS OF LIFE ASSOCIATIONS 





Colorado Sales Congress 
Plans Set for March 14 


The program has been completed for 
the annual Colorado sales congress on 
March 14 at Denver, according to Frank 
H. Devitt, manager Capitol Life, who is 
chairman of the event. After a speech 
by Governor Thornton of Colorado, 
there will be a talk on estate planning 
by Elmer C. Moore, New York Life, 
Wichita. O. Sam Cummings, general 
agent for Kansas City Life, Dallas, will 
talk on “All Tailoring and No Pants.” 
Chancellor Jacobs of Denver University 
will be the luncheon speaker. R. W. 
Harper, Minnesota Mutual, Denver, will 
discuss the basis of his M.D.R.T. record 
and his app-a-week record for 598 weeks. 
A. K. Richeson, Pueblo, will report on 
the Colorado association as state presi- 
dent. Harry J. Volk, vice-president of 
Prudential at Los Angeles, will speak. 

For the first time there will be a 
management conference held in conjunc- 
tion with the sales congress with invita- 
tions sent out to the managers and gen- 
eral agents from all over the Rocky 
Mountain area. On the program will 
be W. T. Craig, general agent for Aetna 
Life at Los Angeles; Ray Patterson, 
Penn Mutual, Indianapolis, Mr. Volk 
and Mr. Cummings. This program oc- 
cupies all day March 13. Luncheon 
speaker is Albert M. Williams, president 
of United States National Bank of 
Denver. 





Denver Nominates Devitt as 
N.A.L.U. Trustee Candidate 


Denver Assn. of Life Underwriters 
has voted to place the name of Frank 
H. Devitt, manager for Capitol Life at 
Denver, before the midyear convention 
of N.A.L.U. for nomination to the post 
of national trustee. Mr. Devitt has been 
a wheelhorse in local association work, 
serving as local and state association 
president and member of many local, 
state and national committees. 





Texas Assns. Hear Helland 


G. Archie Helland, Connecticut Mu- 
tual, San Antonio, president of Texas 
Assn. of Life Underwriters, spoke at 
Wichita Falls Feb. 11 on “What the As- 
sociation Is Doing for You.” He pointed 
to the service in the group law case, the 


speakers bureau, and the prestige which 
membership gives the members, along 
with the exchange of ideas with fel- 
low producers. 

Mr. Helland also spoke to the Amar- 
illo association on the value of asso- 
ciation membership and to the Lubbock 
association with 80 in attendance, in- 
cluding four colored representatives of 
Atlanta Life. 


N.Y.C. Group to Honor Hirst 


Albert Hirst, counsel for the New 
York City Assn. of Life Underwriters 
for over 25 years, will be guest of honor 
at a dinner dance marking the 65th 
anniversary of the New York City asso- 
ciation March 13. All living past presi- 
dents of the association will also be 
honored at the celebration. 





Nashville, Tenn.—Charles H. Schaaf, 
vice-president of Massachusetts Mutual, 
spoke on “Kash.” 

Pittsburgh—Successful life insurance 
sales methods were described by Wil- 
liam B. Hoyer, Columbus, O., general 
agent of John Hancock. 

Donald C. Blackwood, National Life of 
Vermont, chairman of the legislative 
committee, outlined the function of 
N.A.L.U. in preventing unfavorable leg- 
islation. 

Leo G. Griffith, Jr., Penn Mutual Life 
at Pittsburgh, discussed company policy- 


holders as prospects at the Butler 
branch. Harry W. Welton, assistant 
manager Connecticut General, Pitts- 


burgh, will cover objectives at the March 
12 meeting of the Washington branch; 
William M. Steele, supervisor Aetna Life, 
Pittsburgh, will speak on romance in 
business at the March 13 meeting of the 
Fayette County branch; George W. Klin- 
gensmith, general agent Midland Mutual, 
Pittsburgh, will point out successful 
sales principles at the March 13 meeting 
of the New Castle branch, and James H. 
MeWilliams, Equitable of Iowa, Pitts- 
burgh, will speak on “Selling the Inter- 
view,’ at the March 14 meeting of the 
Beaver Valley branch. 

Pittsburg, Kan.—Vergil Howard, Mu- 
tual Life, association secretary, spoke 
on “Government Insurance.” 

Birmingham—Howard H. Conley, man- 
ager for New York Life, discussed pack- 
age selling. 

Minneapolis-St. Paul—Charles E. Clee- 
ton, Los Angeles, president of the Na- 
tional association, will speak at the 
March 13 meeting at Minneapolis. 


District of Columbia — Bruce Palmer, 
vice-president of Mutual Benefit Life, 
discussed insurance principles. The fol- 
lowing were nominated for the board: 
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5057 WOODWARD 


AVENUE ® 


ry) pace yh “ 


DETROIT 72, 


Write today, for 
complete information. 


WHEN YOU HAVE 
MORE TO OFFER! 


Déscover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 





MACCABEES 


| 
weak regal RESERVE INSURANCE 


MICHIGAN 






James A. Thomson, Acacia Mutual Lig. 
William R. Tooker, Berkshire Life: pa’ 
mond H. Godine, Continental Ameries, 
Life; Tinsley Adams, Continental hee 
ance; Jack Murphy, Occidental of (aj, 
fornia, and William J. Link, Prudentia, 
Benton Harbor, Mich.—Fred G. Kip, 
ball, associate director of the Purty, 
course, addressed the Twin City assoc 
tion. He is president of the Lafayett, 
association. . 
Seattle—A panel discussion on 
security entitled, “The Yeast 
Dough of Social Security,” 
the Seattle association at its monthly 
luncheon. Panel leader was Kenrick ¢ 
Hawkes, manager Mutual Life of Ne, 
York. vee 
Salina, Kan.—A talk on “Estate and 
Inheritance Planning” was given by 
Oscar Mitchell, Equitable Society, Wick 
ita. Speaker for the March meeting ;, 
William Yost, New York Life, Salina 
on “Follow-Up Contacts Yield pijy;, 
dends.” . 
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Knight Agency Nets 150 
Apps in One Day Drive 


‘The Knight agency of Union Central 
Life at New York City produced 13 
applications for $1,450,000 of business 
in a one-day campaign revolving around 
a package policy. The campaign was 
announced at a breakfast when a simple 
sales presentation with a rate sheet to 
cover it was presented to each man. The 
package project was called a cost of liy- 
ing bonus for the wife to provide her 
with $200 a month for the first year fol- 
lowing the husband’s death. The presen- 
tations were not limited to this package, 
but 50 of the sales were made directly 
on the suggested package. After a short 
pep talk by Benjamin N. Woodson, 
managing director of National Assn, of 
Life Underwriters, the Knight agents 
hit their territories and reported by tele. 
phone as each sale was made. The last 
report of a sale was at 10 minutes to 
midnight. There were 51 agents who 
had made sales within the 14 day period, 

The campaign was part of the month 
activity in honor of the 20th anniversary 
of W. Howard Cox, president of Union 
Central. As a result of the campaign, 
many new prospects were unearthed for 
tuture activity. 





Trust Investments Reviewed 


Frederick J. Thieme, Jr., trust officer 
of Citizens First National Trust & Sav- 
ings Bank, spoke before the Los An- 
geles C.L.U. chapter on the “Theory 
of Trust Investment.” He said there 
are many fallacies in respect to trust in- 
vestments and it is for life insurance and 
the trust companies to meet these prob- 
lems and straighten them out. He said 
the principal factor in trusts is to pro- 
vide for a capital increase, with an as- 
sured income as a secondary factor. _ 

He said that because of the trend 0 
the times it is necessary to brace fora 
capital levy, and discussed that point 
further in answering questions. 





Eastern “Ad” Assignments 


Committee assignments have beet 
dealt out by Harvey Kesmodel, Sun 
Life of Baltimore, chairman of the East- 
ern Round Table of the Life Insurance 
Advertisers Assn. to be held at New 
York City, March 27-28. Assignments 
are: Paul Troth, New York Life, entet- 
tainment; William S. Weier, Prudential, 
hotel arrangements; D. T. McGraw, 
Acacia, promotion; Frederick J. Kiefner, 
Provident Mutual, publicity; Robert M. 
MacGregor, Phoenix Mutual, treasurét. 

Other committee members who aft 
working on the program are Norman T. 
Sheppard, Manufacturers Life, and Ser 
eca M. Gamble, Massachusetts Mutual. 





Prudential Educates Brokers 


Western brokers recently completed 4 
seminar sponsored by Prudential at 
San Francisco. The course, under the 
direction of Carl P. Lundy, supefit- 
tendent of agencies, covered business 
insurance, sole proprietorship, partner 
ship, close corporation, and key maf 
insurance. 
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fime to Assess Group A. & H. Business 
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= 
tet insurers from inflation under the 
standard surgical coverage, but newly 
announced major medical expense insur- 
ance is wide open to inflationary forces, 
he said. 

The influence of inflation on hospital 
and medical expense insurance will con- 
tinue as long as inflation itself, indefi- 
nitely. Insurers will have to keep a closer 
watch on experience and should tell em- 
ployers and others with whom they deal 
in the sale of benefits, costs may be ex- 
pected to rise on this account. 





EXPERIENCE 


In the period 1936-1951, when pre- 
miums grew from $26 million to $750 
million, the distribution of premiums by 
line has changed radically. In 1936 the 
business consisted almost entirely of 
weekly indemnity and accidental death 
and dismemberment benefits. Today 
hospital, surgical and medical expense 
insurance accounts for approximately 
*5% of the total, weekly indemnity 42%, 
and accidental death and dismember- 
ment 39%. . 

The business has been in a loss posi- 
tion for the last two and possibly the 
last three years, he said, though the very 
growth of the business has been an im- 
portant factor in bringing about the 
present condition. Furthermore, the 
strain produced on surplus because of 
the heavier initial expense incurred on 
the writing of new business may be fully 
justified. There is every expectation that 
first year costs, if they are of reasonable 
proportions, will be recovered from pre- 
miums in subsequent renewal years. 





On weekly indemnity experience was 
very poor in 1943 and 1944 and con- 
tinuing into 1945. In 1944, the worst 
year, the loss ratio was 20% of pre- 
miums higher than pre-war levels. The 
contrast during these years between the 
weekly indemnity and hospital and sur- 
gical expense experience is striking. The 
latter loss ratios remained almost con- 
stant. 

In 1946, weekly indemnity experience 
regained the pre-war level of less than 
65% of premiums; it did not exceed 65% 
except in 1951 when there was an up- 
turn of about 6%. 

Loss ratios under the hospital, sur- 
gical and medical expense cOverages 
combined have climbed steadily from a 
percentage of incurred losses to pre- 
miums of 62% in 1946 to 80% in 1951, 
or more than 3% of premiums per year. 
The picture under hospital expense in- 
surance is essentially the same as for 
surgical expense, and similar increases 
are present for both employe and de- 
pendent coverage. The 1951 claim ratio 
level of 83% for employe and dependent 
hospital expense is somewhat higher 
than the 77% under surgical expense. 

The trend of loss ratios under the 
medical expense coverages does not cor- 
respond, although they are of course 
based upon a much more modest and 
probably less representative experience. 
Medical expense claim ratios have re- 
mained relatively constant during the 
last three years and at the respectable 
levels of between 60% and 65% of pre- 
miums. 

He cautioned that these are the figures 
of one company, Equitable, though he 
believes they are not atypical. 








Companies Reply 
to Patman Queries 
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ed meet this need through mortgage 
loans. In the last two years in particular 
there had been an increase in veterans 
administration and federal housing ad- 
ministration mortgage holdings. After 
the Korean fighting started, life insur- 
ance investments shifted to defense and 
defense-supporting production. 


FOR CREDIT RESTRAINT 








The executives expressed their strong 
support of the voluntary credit restraint 
program and indicated full cooperation 
with the plan. They have carefully 
scrutinized both mortgage and corporate 
loans and believe the program has been 
effective in channeling funds into de- 
fense and defense-supporting and other- 
wise productive and essential uses. They 
feel the plan has been of real aid in 
combating inflation. 

Unpegging the government bond mar- 
et in March, 1951, confronted the life 
companies with possible losses on their 
marketable government ‘securities in 
case of sale. The prospect of losses on 
the sale of governments below par 
eliminated further disposals or reduced 
them substantially. Unpegging and the 
subsequent decline in the prices of gov- 
ernment securities have been of tre- 
mendous importance in that it has be- 
come impossible for companies to con- 
tinue with making forward investment 
commitments on the assumption that 
their holdings of governments were 
the equivalent of cash. Life companies 
Were obliged to look to their current 
flow of cash to take care of commit- 
ments, 

Even before last March several com- 
eepies had already stopped disposing 
’ Sovernments because they felt they 
had sold enough to correct the portfolio 
balance. But had they still been dis- 
Posing of government securities, the 
peepect of capital losses on sales would 
ave been a strong deterrent to further 





XUM 


selling. 

Most replies indicated that when the 
second war ended government bonds 
made up too large a proportion of life 
insurance assets, so that from the view- 
point of striving for proper portfolio 
balance as well as to improve investment 
return, most companies believed it 
necessary to dispose of government 
bonds as other attractive investment op- 
portunities appeared. Likewise, many of 
the companies indicated that by the end 
of 1950 they were reaching the limits 
of portfolio balance in their holdings 
of residential mortgage loans. 

Finally, many of the executives in- 
dicated that life companies, by the very 
nature of their business, are long-term 
investors and that investments are made 
to obtain a continuing income and are 


normally held to maturity if the return ~ 


is sufficiently attractive. 








SALES PROMOTION 
MAN WANTED 


A highly attractive position as sales promotion manager for 
a billion dollar life company is available for some man now 
employed by a life company who has justifiable reasons for 
seeking a new but permanent connection. Applicant should 
be less than 40 years old and have working technical knowl- 
edge of sales promotion work. 








A creative mind and the definite ability to write equally im- 
portant to administrative capacity. Complete cooperation 
will be given man chosen by present employees of depart- 
ment. A real future for the right man. 


When writing give full information on personal background 
and technical experience. State salary required. Replies 
will be held as confidential. 


Write Box K-30, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








50th Anniversary Year 
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Pertinent Statistics 


Insurance In Force ............... Over $607,000,000 
MIS, o's teehee Mas ade acccen ct Over $144,000,000 
Benefits Paid Since Organization. Over $ 63,000,000 
Certificate holders ............. -, Over 423,000 


AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 
HOME OFFICE: APPLETON, WISCONSIN 











THE FIRST DIRECTLY CONNECTING RAILROAD LINE 
FROM KANSAS CITY TO LOS ANGELES, THE ATCHISON, 


THAT WAS THE YEAR 
MODERN WOODMEN OF AMERICA 
WAS ESTABLISHED 


TOPEKA & SANTA FE, WAS OPENED 


pees s 








W bat Modern Woodmen Has Done in Its Sixty-Nine Y ears 


1 Modern Woodmen now has a sixty-nine-year record of faithful 
service to insureds and beneficiaries. 


More than $758,000,000 has been paid in benefits. 
Our record of prompt payment is unsurpassed. 


Assets exceed $167.000,000 in a strong investment portfolio. 


ol f& GW Ph 


Twenty-five Modern Woodmen certificate forms are issued . . . 
we insure every member of the family from birth to age 60. 


6 Those insured in Modern Woodmen automatically receive THE 
POLIO-PROTECTION PLUS at no extra cost. Members re- 
ceive immediate payment of $250.00 when polio strikes; 
an additional payment of $250.00 if the attack 
results in crippling after-effects or death. 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 
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Plan Colonial Stock Vote 


Colonial Life stockholders will vote 
March 18 on a proposal by the board to 
split outstanding shares of company 
stock 10 to one. Splitting the stock 
would reduce its value from $100 to $10 


per share. 
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CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
1@ S. La Salle St., Chicago 3, IIlinole 
T e FRanklin 2-4020 


«LA. 

. ° Wm. H. Gillette, O.P.A. 
N. A. Moscovitch, A.S.A. Ww. P. Kelly 
W. M. Barkhuf, C.P.A. urray 




















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 


























MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
76 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 























NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 


























PENNSYLVANIA 


FRANK M. SPEAKMAN — 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 








THE BOURSE PHILADELPHIA 

















VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 




















RICHMOND ® ATLANTA 





Smaller Size Cases 
Fertile Group Field 
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porated into its administration the fol- 
lowing techniques: 1. The plan is com- 
pletely self-administered. 2. All transac- 
tions appear on the premium statement. 
3. The company uses a baby group data 
sheet with the application for insurance 
which has a list of employes to be cov- 
ered. New employes added and em- 
ployes cancelled appear on a monthly 
premium statement. 4. Under the non- 
contributory plan, no enrollment cards 
are used. Under the contributory plan, 
enrollment cards are completed by the 
employes and are maintained by the 
employer. 5. The company has one 
basic policy and one certificate incorpo- 
rating all of the coverages. 6. On a 
non-contributory plan, the company 
turns over to the employer a supply of 
certificates for distribution to the em- 
ployes. On the contributory plan, the 
company does not release certificates 
until the names of the insured are sub- 
mitted and screened to determine 
whether evidence of insurability may be 
necessary. 7. Premiums are set up on 
a monthly basis to minimize the need 
for the employer advancing money on 
behalf of the employe and to keep the 
claims department fully informed on 
additions and cancellations. There are 
two basic premium due dates during the 
month, the 10th and the 25th. These 
dates were selected because they are 
lulls for premium remittance and other 
coverages. 8. To simplify the work of 
the claims department, the employer 
must submit at the end of each year a 
list of the employes covered. 9. Acci- 
dental death and dismemberment cov- 
erage is not offered under baby group 
to eliminate the need for beneficiary 
designations, beneficiary changes and the 
name of the employe and beneficiary in 
the certificate. 


Statistics on Present Business 


The company is now selling baby 
group in New York, New Jersey, Con- 
necticut, Maryland, the District of, 
Columbia and Hawaii. The following 
statistics have been compiled from cases 
already on the books: 1. The average 
annual premium developed per case is 
$480. The average number of employes 
per case is 10. The average number of 
dependents per case is 10. 3. 60% of 
the cases are on a _ non-contributory 
basis. 4. For all of the business in force, 
the employer contributes in excess of 
70% of the total cost. 5. 30% of the 
baby group insured carry other cover- 
ages, such as wholesale or compulsory 
disability. 6. The claim experience on 
baby group, as well as wholesale, has 
been favorable. 

The sales aspects of the baby group 
problem indicate the necessity for a 
thorough market survey. More than 
80% of the businesses covered for un- 
employment insurance in New York 
during 1950 were businesses employing 
less than 25 employes. Those having 
four employes totaled 21,302, those with 
five to nine employes totaled 54,009, and 
those with between 10 and 24 employes 
totaled 40,396. Mr. Kunis believes there 
is a market in the field and that it is not 
nearly as competitive as the one for 
larger groups. He believes that com- 
panies wishing to write the business 
should analyze their ability to cater to 
the market. States that have passed 
sickness laws seem to be particularly 
suited for baby group coverages. 

The plan has to be made interesting 
to a company’s sales force. Because of 
the small margins available for expenses, 
salaried group representatives can de- 
vote little time to it. Consequently, 
sales literature and sales proposals must 
be simplified so that agents and brokers 
can sell the plan with little instruction 
from group representatives. 

Agents have not yet been asked to 
assist in administration and billing. If 
they are the company will increase their 
compensation. 


Events Cram Busy Week at 
N.A.L.U. Chicago Midyear 
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will be held in the Hotel La Salle. 
Association members attending the mid- 
year meeting will be admitted at the 
same fee as that paid by the members 
of the Chicago association. 

The congress program features Eunice 
C. Bush, N.A.L.U. trustee, Mutual Life, 
Baton Rouge; Dr. S. S. Huebner, presi- 
dent of American College of Life Under- 
writers, who will speak on “Life In- 
surance and the Nation's Economic 
Situation,” and C. T. Burg, Iron Fire- 
man Manufacturing Co., Cleveland. 

Another feature of the sales congress 
program will be a panel on _ selling 
techniques led by Russell C. Tomlinson, 
New England Mutual, Chicago, Other 
participants on the panel will be Glenn 
Miller, National Life of Vermont, 
George F. Foster, Jr., Berkshire Life, and 
George J. Richter, Great-West Life, all 
of Chicago. 

Winding up the session on Thursday 
afternoon will be a reception for chair- 
men, L.U.T.C. students, graduates and 
instructors and another reception to be 
sponsored by the Chicago C.L.U. 
chapter in honor of Dr. S. S. Huebner. 





Insurance Far Down List 


in Big-Company Dominance 

(CONTINUED FROM PAGE 3) 
That being the case, with concentration 
such a pervasive force in every aspect 
of American life, it is perhaps surprising 
that the concentration within the life 
insurance industry is not much greater 
than it actually is, Mr. Conklin con- 
cludes. 

As further evidence that there is less 
concentration of power at the top in life 
insurance than in business generally, 
Mr. Conklin points out that there have 
been striking shifts in industry size 
leadership over the last 50 years. Also 
as evidence of competition within the 
industry, he cites the widely varying net 
costs as indicative of a total absence of 
monopoly pricing. He mentions the in- 
creasing share of business obtained by 
smaller companies. 


No Drop in Efficiency 


Refuting the idea that increasing size 
of companies makes for reduced effi- 
ciency because of bucking the law of 
diminishing returns, Mr. Conklin said 
that there is no basis for this. Increase 
of a company in size and terms of dollar 
assets has little if anything to do with 
any tendency toward diminishing returns 
except as it is reflected in personnel. 
And, as far as size of personnel is con- 
cerned, even the largest life company 
has total employes in the home office 
and field of 46,000 whereas General 
Motors has about 350,000, General Elec- 
tric 207,000 and Standard Oil of New 
Jersey 120,000. 


Even to confine the comparison to 


organizations where the problems, like 





















GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


PN asesVoishg-W Ve (-selongl Gop stacctort 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 








those of life companies, are primarily of 
an administrative type, the Post Office 
department has more than 500,000 em. 
ployes, the veterans administratig, 
nearly 200,000, the Department of Agri. 
culture 86,000, Treasury departmen; 
89,000, and the army, navy and air fore, 
have about 900,000 civilian employes, 


Size Found No Factor 


“There simply does not seem to be any 
prima-facie reason why life companie; 
under good management have reachej 
a size where diminishing returns neces. 
sarily follow,” Mr. Conklin comment 
“As further evidence of the same point 
an examination of the net cost data oj 
the various companies, with all jt 
admitted deficiencies as a yardstick 
nevertheless discloses no tendency to. 
ward increasing cost with size.” 

Deflating the critics who have main. 
tained that life companies have an yp. 
duly powerful influence over interes 
rates, Mr. Conklin cites several examples 
indicating clearly that while the fife 
companies are a big factor in the invest. 
ment market they are far from exercising 
actual control over rates. 


Liberty to Boost Capital 


The directors of Liberty Life have 
recommended to stockholders that 
capital stock be increased from $1 mil 
lion to $2 million by payment of 100% 
stock dividend. A stockholders’ meeting 
on March 26 will consider the recom- 
mendation. 


Hodes Passes $100 Million 


The Hodes agency of National Life 
of Vermont at New York City, has 
become the first of the company’s 3 
general agencies to pass the $100 mil- 
lion mark in insurance in force. Mr. 
Hodes has been general agent there 
since 1949. 











Guarantee Reserve Changes 


Guarantee Reserve Life of Colorado 
has adopted the C.S.O. table at 3% in 
compliance with the standard non-for- 
feiture act of New Mexico. The com- 
pany will remain on the American ex- 
perience 34% table in Colorado, Wyo- 
ming, and Arizona. 





Mutual Service Revision 


Mutual Service Life is offering juve- 
nile insurance with full death benefits 
for children age six months. or older. 
On children under six months, the death 
benefit for the first year is $100 per 
$1,000 of face amount. Premium rates 
at age four and under have been re- 
vised. 


The Fields agency of Lincoln Na 
tional Life at Springfield, IIl., has ap- 
pointed Earl C. Cameron district agent 
at Champaign and Melvin M. Taylor, 
district agent at Mattoon, III. Mr. 
Cameron has been agency assistant for 
several years and Mr. Taylor has beet 
an agent during that period. 
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exe FORT WAYNE, INDIANA 
al 
Life have : 
7 m 7 "Bill's life started on a cattle ranch in Idaho. After for the Minnesota Mutual gave us the Success Bond 
Fog vr high school, where he excelled in athletics and won Presentation. We were sold and we never forgot 
° aa all-state honors in basketball, he worked at a variety the impression it made on us. So, when Bill and | 
of jobs to put himself through Utah State University decided that his future was too limited, he turned 
lion where he received his B.S. degree. In his senior year, to the insurance field and Minnesota Mutual. | had 
a i Bill and | were married. Because of his triple threat no fears whatsoever when Bill left his former pro- 
City, has performance on the football team that year, Bill fession to become an insurance salesman because 
meee received numerous offers to play pro football. How- Bill had made good in his several previous jobs, but 
ree. Mr. ever, Uncle Sam had other plans! even | was amazed at the success he achieved with 
ont there H 
"Bill donned the Army garb, became a 2nd lieuten- Minnesota Mutual. 
ant, sailed for Europe and was wounded. After a "Bill is a big, friendly Westerner with an inexhaus- 
Pei year of rehabilitation work in England, Bill went to tible supply of drive and enthusiasm and a desire to 
at wee Fort Lewis, Washington where he became athletic help his fellow man. This, combined with Minnesota 
noe officer in charge of a sports arena and events. Mutual's sales tools, form an unbeatable combina- 
1 \- e ° e . . ' 
rican ¢ “In 1946, when Bill was discharged, we went to tion. Now Bill is his own boss, he isn't confined to 
to, Wa Indiana where he instructed at Purdue University, an office. He has the opportunity to meet and help 
- coached their boxing team and officiated at sports people and still has time left over for recreation. 
on events to earn his Masters Degree in Industrial Rec- Our ai children, Terry and Gary, will never know 
ing es sation: and Gdaaiitn. tx: (000 ws ene te: Biel the anxiety of an insecure existence now that Bill 
B = Wayne to live and Bill became Athletic Director has boarded ‘The Minnesota Mutual Future Un- 
~ “= for Purdue University Center. limited. 
al Bi "It was then that Hugh Jennings, General Agent 
soln Na- 
_has ap- Bill Twitchell joined forces with the Minnesota Mutual 
a in August, 1950. In 1951, his first full year of business, 
HD. Mc Bill paid for $773,334 of business. He is a member of 
stant for the Company's "M" Club for persistency having a 100 
has beet renewal ratio. Bill attributes his success to the Organized 
Sales Plan with the amazing, revised Success-O-Graph*, 
used exclusively by many Minnesota Mutualites. 
This letter, written by the wife of a 
T H E M | N N E S Oo T A M U T U A L Minnesota Mutual salesman, is published 
LIFE INSURANCE COMPANY siduling contebution ake and Wet bus 
ST. PAUL 1, MINNESOTA band are making card dhe. coniiauine 
growth and progress of this Company. 
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